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Why use ceramic tile 
when you can use Kentile? 


— 


separate tiles (a mixture of hex- | le Casa Vista 187 x 18" x 1/8" 
agonals, portions of hexagonals | tant, solid vinyl tiles, come in 


Kentile" Casa Vista" has 
the look and texture of real 
ceramic tile. Its grouting is deep 
and true-to-life. 

And Casa Vista is long 
wearing. It’s comfortable under- 
foot. 

Each Casa Vista tile is 29 


и КТ. eT. | nt colors. Palomino (above), 
and rectangles) within one big | Canyon Sunset (red) and 


tile (a huge 18” x 18” square)! Desert Frost (white). It’s ideal for 

So just imagine how much a | outdoors, too, using special adhesives 
Эн 5 | and installation instructions. Call your 

real ceramic floor (in all the | Kentile representative. 

little pieces you see here) would | K[EINITIIILIE 


cost to install! eee 
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with the sales closer... 


You've explained that you've used only the : > Door Opener. They know the 
naterials possible. You've name, and they know the quality. You know 
the ulation studs, that dollar for dollar, you can’t give them 


and the plumbing. / tra iter convenience, security or worry-free 
ormance. 
> Door Openers feature 


-duty construction, low profile design, 
Now you can show them just how mu 


quality really means to yot h something 
they can see the NuTor 


The Nulone Automatic 
Garage Door Operator. 


virtually fool-proof electronics, and a coast- 

to-coast team of fully-train istributors 

and service representatives 

With all that selling for you, you can't 

afford not to give them the best, NuTone 
„its an open and shut case. 


We designed it to work... 


The NuTone photoelectric smoke detector contains no radioactive material. 


We hope it never has to. 


We put a lot of thought and hard work 

into our Smoke Detection Alarm. We knew 
there was a lot riding on its design and its 
ability to function. We also knew that the 
unit we built would have to recognize the 
difference between particles caused by 
harmless cooking vapors, auto exhaust or 
dust in air current, and those from a 
smoldering fire. That’s why we chose a 
“photoelectric-type” sensor. It “sees” changes 
in obscuration of light as minute as 1.5% per 
foot, and when it does, it sounds an alarm 


that’s built to be heard loud and clear. 


That's what we knew, so that's what we built. 


All NuTone Smoke Detection Alarms 
employ an ingenious testing stage to help 
insure constant, reliable operation . . . and 
every NuTone unit meets or surpasses all 
current national codes and regulations. 

The NuTone Smoke Detection Alarm can 
help you sell your house, but — even more 
important — it might save that home... or 
the people who buy it from you. 


Think about it. Then call your nearest 
NuTone Distributor. For his name, DIAL 
FREE — 800/543-8687 in the continental 
U.S. except in Ohio call 800/582-2030. 


NuTone Housing Products 


Madison and Red Bank Roads, Cincinnati, Ohio 45227 
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THE COST-CUTTING, 
LABOR-CUTTING 
TEXTURED SIDING. 


TEMPLE'S TEXTURED 
HARDBOARD SIDING. 


Our textured hardboard siding is factory 
primed. Which lets you cut costly on-site 
painting. Goes up faster, too, because panels 
are straight and uniform. 

Temple hardboard siding is made from all 
wood fibers. Yet it won’t split or crack during 
cutting or nailing. Warp resistant, too. No 
knotholes. 

And the rustic grain patterns give 
outstanding beauty, regardless of the 
color or finish you apply. The beauty lasts, 
too, since there are no resins to bake out in 
the sun. 

For more facts on the cost-cutting, 
labor-cutting textured siding, see your 
Temple dealer. Or write for our colorful 
building products catalog. 


TEMPLE INDUSTRIES 
Diboll, Texas 75941 
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resident Ford on October 4. 
he most damaging provisions 
ere eliminated completely and 
any less objectionable but still 
nwelcome features were modi- 
ed. 


ax Reform Act of 


egislators insist that it is a revi- 
ion, not a reform of the U.S. 
ax Code. Either way, it’s com- 
lex and long—1,536 pages long. 
Modest effect. The legisla- 
ion's impact on real estate fi- 
ance will be: 1) moderately re- 
trictive, but far less so than 
eemed likely as the measure 
oved through Congress, and 2) 
elayed, allowing both breath- 
g time for the housing in- 
ustry and a period during 
hich Congress might have sec- 
nd thoughts about what it has 
rought. 

One major criticism: The tax 
ill takes a bigger stick to the 
ll-time builder/developer than 
would use on the rich individ- 
al who uses real estate simply 
s a tax shelter for other income. 
his tax shelterer was the target 
ost legislators were aiming at, 
ut legitimate real estate opera- 
ors and builders got caught in 
e line of fire. 

'Marked improvement.' Even 
the 95th Congress, which con- 
enes next January, does not 
often the new law, the act rep- 
esents a "marked improve- 
ent" over both Senate and 
ouse versions that went to 
onference. That's the assess- 
ent of John C. Williamson, 
eneral counsel for the National 
partment Association. While 
ere will be "some effect" on 
vestment in multifamily con- 
ruction, Williamson said, 
we doubt that it will be sub- 
antial." 

In the last hour of deliber- 
ion, conferees working to rec- 
cile the two versions of the 
ill threw out the most onerous 
al estate provisions in each 
easure. The LAL, or limitation 
artificial losses, written by 

e Ways and Means Commit- 

e of Rep. Al Ullman |D., Ore.], | 
as dumped. 


The Senate bill was stripped 
the Haskell-Kennedy amend- 


ax bill: It takes aim at tax-shelter artist but hits builder too 


fortunate thing—for housing 
nance—happened to the tax 
ill on its way to being signed by 


ment, the atrisk rule that 
would have reduced the tax de- 
duction of a participant in a lim- 
ited partnership to the money 
actually invested or the amount 
of the partner's personal liabil- 
ity. Tax authorities say this 
would have been the death blow 


this year for commercial and in- 
dustrial construction. 

Phase-in period. When the 
new expensing rule hits housing 
in 1978, it will allow 25% of 
construction interest and taxes 
to be deducted that year. The re- 


real estate was contained in the 
code amendment that will re- 
capture and tax at ordinary 
rates, instead of capital-gain 
rates, all depreciation in excess 
of straight line, if there is a capi- 
tal gain when a project is sold. 


"We came out well," was the 
eaction of NAHB’s President 
ohn Hart to the bill, titled the 
1976, al- 
hough many economists and 


` 


=<) 
w 


чи... 


x. 
TE'S LONG 
Leader in drive for tax law 


for real estate syndication. Al- 
though the at-risk provision is 
dead for real estate, Congress re- 
tained it to be invoked against 
"exotic new tax shelters," an 
area of finance yet to be explored 
by lawmakers. 

‘Expensing.’ In place of the 
two controversial provisions, 
the “expensing” of construction 
period interest and taxes was 
brought forward as a compro- 
mise by the staff of the Joint 
Committee on Internal Reve- 
nue. This new capitalization 
and amortization rule stipulates 
that interest and tax deductions 
cannot be taken in a single year, 
but must be spread over a period 
that will eventually be 10 years. 

This concept came in “out of 
the blue," said Gil Thurm, 
director of tax programs for the 
National Association of Real- 
tors, and there is little economic 
data available on what its effect 
on investment will be. Fortu- 
nately for home and apartment 
building, it does not become ef- 

fective until 1978. It takes effect 
in 1982 for low-income subsi- 
dized housing, but it is effective 


per-year goal is reached. 


The tax on preference items— 
depreciation above straight line 
and non-realized capital gains— 
was raised for both individuals 
and corporations. The rate went 
from 10% to 15% and the mini- 
mum was cut from $30,000 to 
$10,000, or one-half of federal 
taxes paid, whichever is greater. 

And the deduction of interest 
for carrying an investment was 
reduced to the sum of net invest- 
and $10,000. 
have 
some negative effect on real es- 
tate investment, although opin- 
ion is mixed on how much. 
Since they inhibit all seekers of 
tax shelter, they will not drive 


ment 
These 


income 
provisions 


will 


any housing dollars into oil, gas, 
farm or exotic new tax shelters. 

Full-time partners. Limited 

partners will no longer be able to 
join a syndicate on a New Year's 
eve and claim a full year's tax 
benefits. Starting January 1, 
1977, retroactive allocation of 
losses or gains will be a memory. 
From then on, allocation of tax 
benefits will be prorated for the 
time the taxpayer is actually a 
member of a syndicate. 

Also, the costs of organizing a 
syndicate or promoting the sale 
of interests in a partnership 
must be capitalized, whether 
they are out-of-pocket or ac- 
crued expenses. This applies to 
fees paid in taxable years begin- 
ning after December 31, 1975. 

Recapture. A minor swipe at 


Exec's incentive: Half a million 


President Mathias |. DeVito of 
the Rouse Co. has an incentive. 

The Baltimore realty develop- 
ment company has just advised 
the SEC in Washington that 
company loans of $500,000 have 
been granted to DeVito so he can 
buy 40,000 shares of Rouse com- 
mon stock. He can also exercise 
options on another 28,000 

The company will add $100,- 


000 a year in supplemental pay- 
ments to DeVito’s salary through 
1980, in effect forgiving the loan 
over the five years. 

The company’s proxy state- 
ment said DeVito currently 
earns $135,000 a year. A spokes- | 
man said the company itself ex- 
pects to earn $10 million this 
year. The loan was disclosed in 
an 8-K filing. 


maining 75% must be deferred 
until the building "is ready to be 
placed in service oris ready to be 
held for sale." The allowable de- 
duction will decrease in even 
steps unil 1988, when the 10%- 


This provision, effective for tax- 
able years beginning after De- 
cember 31, 1975, places residen- 
tial construction under the 
same recapture burden as com- 
mercial property. 

Hard-pressed REITs were 
given a raft of highly technical 
regulations, all designed to help 
them maintain their tax exempt 
status 

Homeowner and condomin- 
ium associations got tax exemp- 
tion for dues and assessments of 
members, but they will still 
have to file and pay if they earn 
any other income above $100. 

Developers who rehab his- 
toric buildings will be allowed a 
quick five-year writeoff. 

And elderly householders had 
their tax forgiveness raised from 
$20,000 to $35,000 for capital 
gains on their principal resi- 
dence. 

Renters. As the tax bill was 
going to President Ford, the Sen- 
ate rejected a separate proposal 
that would have allowed apart- 
ment renters to deduct their 
share of their building’s prop- 
erty tax from their income. 

Opponents prevailed on a vote 
of 41 to 29. Senator Long, one of 
the critics, objected because the 
bill would have allowed both 
the renters and the landlord to 
deduct property taxes. 

A sponsor, Senator James 
Buckley (Conservative, N.Y.], 
said the current tax law discrim- 
inates against renters because it 
allows homeowners to deduct 
property taxes from income. 

Long time a-coming. The tax 
bill itself can trace its ancestry 
back to the recommendation of 
then Treasury Secretary George 
P. Shultz on April 30, 1973. 
Serious drafting began when 
markup started in Ways & 
Means on March 17, 1975. Al- 
though not so long as the 645 
days between conception and 
birth of an elephant, the 561-day 
gestation period easily tops the 
450 days required for a rhinoc- 
eros—and the real estate in- 
dustry has yet to see what kind 
of an animal Congress has 
created. —TREVVETT MATTHEWS 
Washington 
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“At Birnam Wood, our General Electric qual 
have been important factc 


"We are building quality homes 
near Houston, and seeing 'General 
Electric’ on the kitchen appliances 
helps our customers to know it 

"It's also important to them when 
they find out that GE service is only a 
local phone call away and that re- 
placement parts are readily available. 

"When service was called for, the response was 
prompt—usually on the same day—and the work done 
was 100% satisfactory. The servicing of GE's kitchen 
appliances in our homes is a completely dependable 
operation to us.” 

Customer Care® Service. This means we have Factory 
Service Centers covering 800 cities, and, in addition, 
there are more than 5,000 franchised servicers across 
the country. Many of them are in the Yellow Pages 

On-Time Delivery. General Electric can get your 
appliances to you where and when you need them. We 


GENERAL Ç 


Over 25 years of consistent service to builders. 


have 9 factories, 5 regional distribution centers and c 
60 warehouses throughout the country. Our Cont 
Register records your order and updates your deli 
requirements 

Technical and Merchandising Assistance. GE's 

cialists will work with your engineers and architect} 
help with your heating and cooling needs. And 
chandising people can help develop programs to m 
your sales or rental objectives. 

Kitchen and Laundry Design. GE's designers 
custom-style kitchen and laundry plans based on 
budget, space, etc. You can choose from an arra 
efficient, dependable GE appliances. 

Nationwide Staff of Contract Sales Reps. They coc 
nate and expedite all GE builder services. When 
order GE products, you also get know-how, service 
professionalism...all from a single source. You can r 
a GE Contract Sales Representative through your KH 
GE Major Appliance Distributor. 


pliances backed by GE Customer Care service 
satisfying our customers’ needs? 


Roger Medors, President, U.S. Home Corp. of Texas 
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Introducing new !/в" PPG | 
It's beautiful any way you cut it. 
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518 nc. Garden Grove. 


Solarcool glass. 


R 


ng of interior colors is 
minated 
‘d like to help you sell the 
ges of homes built with PPG 

residential Solarcool Bronze reflective 

glass. Write to us for a free color 

ochure 
PPG Industries, Inc., One Gateway 
r, Pittsburgh, Pa. 15222 
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For new housing market, new mortgages: Congress rolls up sleeves 


Congress is now looking hard 
for ways to help both home- 
buyers and mortgage lenders— 
but without widening the fed- 
eral budget deficit. 

Lawmakers cling to the hope 
that there may be an inexpen- 
sive technical solution in the 
flexible-rate mortgage. The new 
instrument would be an alterna- 
tive to the old fixed-rate mort- 
gage. 

Both banking committees of 
Congress will hold hearings on 
the merits of flexible-rate mort- 
gages early next year. The basis 
will be a study now being con- 
ducted by the Federal Home 
Loan Bank Board of all questions 
raised by the numerous propos- 
als for flexibles. Those most 
often mentioned are the vari- 
able-rate mortgage (УКМ), 
which shifts the inflation risk 
from lender to borrower, and the 
graduated-payment mortgage 
(GPM). The GPM tilts the 
stream of payment by the bor- 
rower from small at first to large 
later in the hope of apportioning 
payments to the borrower's in- 
come. 

Turnabout. Chairman Henry 
Reuss of the House Banking 
Committee is already saying 
Congress will reconsider the 
VRM. Twice before the VRM 
has been blocked in Congress 
after being proposed by the Bank 
Board, the regulator and credit 
source for the federal savings 
and loans associations. Even 
now, sentiment in Washington 
is more favorable to the GPM. 
In fact, President Ford has high- 
lighted an experimental GPM 
project that his administration 
will start as the way to reach his 
promised goal of "home-owner- 
ship for every American family 
that wants to own a home and 
is willing to work for it." 

Reuss and his Senate counter- 
part, Chairman William Prox- 
mire of the Senate Banking 
Committee, will almost cer- 
tainly have to back away from 
opposing the VRM. 

The legislature in their own 
state of Wisconsin has just au- 
thorized state-chartered S&Ls 
to write VRMs, and the federally 
chartered associations there the 
same right. 

The new proposals. The hand 
guiding the Bank Board study 
belongs to Chief Economist 
Donald Kaplan. He believes the 
basic mortgage can be rede- 


signed to offer three or four flexi- 
ble-payment instruments in ad- 
dition to the fixed-rate contract. 
These include not only the VRM 
and GPM, but mortgages incor- 
porating reverse annuity, de- 
ferred interest and shared 
equity. Kaplan sees these advan- 
tages for the housing market: 

€ Some buyers who can’t af- 
ford today’s house price will be 
able to buy on a flexible-pay 
mortgage, so the plan will be so- 
cially valuable. 

ө Those who can afford 
houses now will be able to buy 
bigger, better houses than they 
could have afforded previously, 
or they will be able to choose 
one in a better neighborhood. 

ө The flexible-pay mortgage 
may smooth out some of the ups 
and downs of the housing cycle 
by providing a more stable mar- 
ket. 

è And the flexible may be- 
come more competitive with 
the bond market in attracting 
investment capital into mort- 
gages. 

The staffs of the House and 
Senate Banking Committees are 


BANK BOARD's KAPLAN 
Cites pros, cons of new plans 


sitting in on meetings of the 
Bank Board's study advisory 
panel. That means, even though 
Kaplan doesn't expect to finish 
his investigation until August 
1977, that Congress will be off 
and running with the Bank 
Board's findings early in the 
spring. 

Pitfalls. Kaplan is already 
warning that there will be some 
"special problems," however. 
Those loom very large on close 
inspection. 

All flexible-payment mort- 
gages rest ultimately on two as- 
sumptions: that the borrower's 
income and the resale value of 


Three companies admit payments abroad 


The furor over illicit payments 
abroad by U.S. corporations has 
so far touched only lightly on 
the homebuilding industry— 
outside Gulf Oil Corp., whose 
subsidiary Gulf Oil Real Estate 
Development Corp., develops 
the new town of Reston, Va. 

Weyerhaeuser. The Weyer- 
haeuser Co., the lumber pro- 
ducer with a major homebuild- 
ing operation, advised the SEC 
that subsidiaries abroad made 
these questionable payments: 
$103,630 to tax officials, $171,- 
326 in sales commissions and 
$310,000 to purchasing agents. 
Weyerhaeuser controls Centen- 
nial Homes of Dallas and Quad- 
rant Corp. of Seattle through 
Weyerhaeuser Real Estate Co. 

One of the two others affected 
to date is Dart Industries Inc., a 
diversified manufacturing com- 
pany based in Los Angeles with 
resort developments in northern 
California. Dart's self-investiga- 
tion this year found ques- 
tionable payments totaling 
$125,000 since 1970 by subsidi- 
aries in four foreign countries. 

Dart had sales of $1.2 billion 
and net earnings of $79 million 
in 1975. 


‘Not ... unusual.’ The com- 
pany told the Securities and Ex- 
change Commission that the 
payments went to smooth the 
way through customs for 
various goods and to obtain local 
permits. 

Standard’s spending. Ameri- 
can Standard Inc., the heating 
equipment and plumbing fix- 
tures company with head- 
quarters in New York City, told 
the SEC that one subsidiary 
spent $175,000 in 1975 and 
lesser amounts in 1972-74. The 
parent said it was moving to 
dispose of that subsidiary. 

Standard admitted that "some 
members of senior manage- 
ment" knew of the payments. 

Two other subsidiaries had 
made payments totaling $66,- 
000 in 1972-75 and a third was 
in the habit of making gifts to 
government employees to the 
tune of $5,000 a year, the com- 
pany added. All of these pay- 
ments were made overseas and 
without the knowledge of top 
management, Standard added. 

American Standard had sales 
in 1975 of $1.6 billion, and net 
earnings of $44.8 million. 

—HAROLD SENEKER 


his house will rise. The greater 
the increases, the more likely 
the borrower will be able to 
meet his commitments under 
the various formulas used in 
flexible mortgages. 

But conversely, with only 
moderate increases, the buyer 
represents a greater risk of de- 
fault. In any case, all of the flexi- 
ble-contract variations would 
reduce the margin of safety the 
buyer enjoys under the fixed- 
rate contract. That makes for a 
politically uncomfortable risk. 

The consumer groups’ resist- 
ance to flexible mortgages can 
be gauged by the lawsuit that 
the Consumer Federation of 
America has filed in order to 
halt the Bank Board’s study. 

Into discard. The several diffi- 
culties lend some sense of frus- 
tration to the new congressional 
fervor for change in the mort- 
gage instrument. 

After preliminary hearings 
last August, Proxmire indicated 
he felt that so far none of the 
mortgage proposals quite satis- 
fied the housing market's need. 
And two of them backed by 
members of Congress got such a 
rough going-over that they are 
now doubtful prospects. They 
were the Housing Investment 
Incentive Act proposed by Sena- 
tor William Brock (К., Tenn.) 
and Rep. Thomas Ashley (D., 
Ohio) which would give the 
mortgage lender a VRM, and the 
Young Families Housing Act, by 
Senator Edward Brooke (К, 
Mass.). The Brooke bill would 
require the government to sub- 
sidize a savings account so the 
young family could accumulate 
a down payment. 

Prospects for passage. Con- 
gress is quite likely to approve 
both VRM and GPM mortgages 
in 1977 on the theory they will 
at least help some people. But 
even though there is now nearly 
$4 billion in VRM mortgages 
outstanding among customers 
of California’s state-chartered 
S&Ls, it is not yet clear whether 
flexible-payment ^ mortgages 
will have much impact on the 
national housing market. 

If they don't, the other way to 
help borrowers and lenders is 
heavy government subsidies. 
Congress will avoid that ap- 
proach as long as it can. 

—STAN WILSON 
McGraw-Hill World News, 
Washington 
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Energy code for builders: Bitter pill but perhaps good medicine 


The Department of Housing and 
Urban Development is busily 
working up an elaborate new 
document that most home- 
builders hoped they would 
never see: a nationwide federal 
building code. 

The purpose is to insure that 
all new homes and buildings 
built anywhere in the United 
States will meet minimum en- 
ergy-efficiency standards. When 
the standards are ready in about 
three years, all state and local ju- 
risdictions will have to adopt 
them as part of their building 
codes or risk halting most new 
construction. 

The law establishing the en- 
ergy-efficiency building stand- 
ards specifies that HUD must 
work with the Energy Research 
and Development Administra- 
tion, National Bureau of Stand- 
ards and the soon-to-be-created 
National Institute of Building 
Sciences. No one is completely 
sure just what will be included 
in the final standards. 

Performance basis. This 
much is certain: The standards 
will be expressed in perform- 
ance terms. That means that 
only the ultimate value of effi- 
ciency efforts is specified, not 
the means needed to achieve 
that efficiency. Heretofore, 
most building codes have been 
prescriptive: they have, for in- 
stance, required a certain num- 
ber of inches of a certain insula- 
tion product. 

The National Association of 
Home Builders has been a bitter 
foe of the Energy Efficiency 
Standards Act. The association 
favors the adoption of standards 
through the model code groups, 
using consensus procedures, 
rather than a federalized code. 
This, the NAHB believes, would 
permit standards with regional 
variations. The association also 
worries about the performance 
standards because they depend 
more heavily on sophisticated 
building inspectors. 

Penalties. The NAHB and 
many other trade groups are also 
concerned about the penalty 
provisions for jurisdictions that 
fail to adopt the standards. The 
law says that borrowers for 
building in noncomplying juris- 
dictions cannot be served by fed- 
erally guaranteed or chartered 
lending institutions. In other 
words, there will be no loans for 
building in jurisdictions that 
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have not adopted the standards 
as part of their building codes. 

This hazard was weakened 
somewhat in a last-minute leg- 
islative compromise. The sanc- 
tions can be activated only if 
Congress expressly permits 
them with a special resolution. 
Anda borrower in a noncomply- 
ing jurisdiction сап inde- 
pendently seek certification 
that his design meets or exceeds 
the standards. He can thereby 
regain his borrowing rights. 

Price factor. An NAHB 
spokesman, conceding disap- 
pointment in the legislation, 
hopes that the language finally 
adopted by HUD will not be 
damaging to homebuilders. Un- 
til the final language is written, 
there is no way to estimate how 
much the new standards will 
add to the price of a new dwell- 
ing. There is one theory that 
most new homebuilding already 
meets the standards and thus 
they will add nothing to the 
price of a house. 

When it finally sailed through 
Congress and was signed by 
President Ford, the standards 
law was little noticed. It was 
tacked onto legislation extend- 
ing the Federal Energy Adminis- 
tration for 18 months. 

Spending. The same measure 
includes these other energy- 
conservation provisions for con- 
struction: 

e $200 million is included to 
pay for the distribution and in- 
stallation of insulation materi- 
als in existing dwellings oc- 
cupied by poor people. 

e Another $200 million is in- 


cluded for research to determine 
which method of financial as- 
sistance will best encourage 
owners to retrofit homes for 
greater energy efficiency. The 
options are loan guaranties, tax 
credits and grants. 

€ The FEA is directed to dem- 
onstrate ways to improve elec- 
tric-utility load management 
and ratemaking so as to encour- 
age efficient use of electricity. 

ө Spending of $37 million is 
authorized to permit the FEA to 
help commercialize solar-en- 
ergy equipment and to allow 
HUD to support the retrofitting 
of homes with solar systems. 

9 $7.5 million is included to 
allow the FEA to create an ex- 
tension service of agents to 
counsel home and building 
owners on efficient energy con- 
sumption. 

€ A $2 billion loan-guaranty 
program is set up for large en- 
ergy users such as local govern- 
ments, nonprofit hospitals and 
educational institutions to 
make energy-efficiency im- 
provements to their existing fa- 
cilities. 

Billions for industry. Taken 
together, the programs mean 
billions of new dollars in busi- 
ness opportunities as building 
owners seek better electrical 
and mechanical systems. Sup- 
pliers of insulation, storm win- 
dows, thermostats and mechan- 
ical equipment anticipate a tre- 
mendous surge in orders. 

Despite the impressive dollar 
amounts in the retrofit pro- 
grams, it is expected that the 
standards provision will have 


New York housing gets its heads back on 


New York’s housing establish- 
ment, hit by the resignations of 
three top city and state officials 
in quick succession |News, 
Sept.|, has gone to the bank—the 
state banking department, to be 
exact—to fill one of the posts. 
Another has been taken by an 
urban renewal expert of national 
stature. 

John G. Heimann, 47, state 
superintendent of banks since 
June 1975, has been named as 
state commissioner of housing 
and community renewal. The 
Albany office has been open 
since Mrs. Lee Goodwin re- 


signed last July. 
The city. New York City, 
meanwhile, has appointed 


Thomas Appleby, 52, as its 
housing development adminis- 
trator. He directed the urban re- 
newal efforts of New Haven, 
Conn. and Washington, D.C. be- 
fore becoming president of the 
United Nations Development 
Corp. in 1969. 

Appleby replaces the widely 
known Roger Starr, whose 
departure signalled the end of an 
era in the city’s housing en- 
deavor. With production of new 
housing at a virtual standstill, 
the emphasis under Appleby is 
already swinging toward rehab. 

One post is yet to be filled— 
the presidency of the Harlem 
Urban Development Corp. Jack 
E. Wood Jr. resigned the office. 


the greatest long-term impact 
on homebuilding and con- 
struction. This particular provi- 
sion took shape two years ago, 
when the Ford administration 
proposed it as Title X of the 
Housing and Community De- 
velopment Act of 1974. It first 
passed the Senate last summer 
as H. R. 8650 and included the 
tough borrowing sanctions. A 
House version, without the 
sanctions clause, followed, but 
conferees were unable to come 
to an agreement. 

Enter, Ted Kennedy. With the 
program languishing, Senator 
Edward M. Kennedy (D., Mass.) 
masterminded the strategy for 
lumping the standards measure 
in with the other energy conser- 
vation efforts and the FEA ex- 
tension bill that was considered 
vital by the White House. 

Kennedy is the principal sup- 
porter of the loan-guaranty pro- 
visions. He once proposed that 
the government guarantee up to 
$10 billion in loans to home and 
buildingowners willing to retro- 
fit with energy-efficiency fea- 
tures. The senator's high-risk 
strategy of lumping the meas- 
ures almost failed when com- 
mittees in the House started 
squabbling over jurisdiction of 
the various elements. Pressure 
to adjourn for the Republican 
convention in August probably 
led opponents to ease their ob- 
jections and permit action on 
the heavily compromised pro- 
posal. 

Foes into friends. The com- 
promises were so successful, 
however, that much of the oppo- 
sition melted away before the 
final vote. 

"When it was all over, we 
found ourselves in support," 
said Harvey G. Hallenbeck Jr., 
construction affairs manager for 
the U.S. Chamber of Com- 
merce, a group that had coordi- 
nated opposition to the stand- 
ards bill for two years. 

Hallenbeck said many of the 
objectionable features of the bill 
had been eliminated in compro- 
mise. And he added that his 
group was fearful of halting 
progress on energy conservation 
efforts this year, worrying in 
part that a version that could be 
produced in 1977 would be more 
objectionable. 

—WILLIAM HICKMAN 
McGraw-Hill World News, 
Washington 


Working trucks have got to be 
tough like these Dodge Power 
Wagons. But when you buy a 
Dodge, you can count on more 
than just a pickup that can take 
a beating. 

If you're counting pounds, 
Dodge has payloads that range 
from 1,105 to over 5,400 pounds. 
So, whether you're hauling 
lumber, bricks, or just good 
earth, a Dodge pickup will carry 
the load. 

Count on Dodge to help make 
a working day easier. Indepen- 
dent front suspension smoothes 
out the rough spots your pickup 
meets along the way. And if you 
need to remove the tailgate, it’s 


it counts. 


a cinch. The whole thing comes 
off without tools. If you use 

tools in your work, then you can 
i Л 8 optional ын Бох 
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that fits in right under the bed. 
And Dodge's Crew Cab has 
enough room inside for six 
adults. So, you'll be able to get 
more manpower to the job. 
For the working man who 
needs to get to those hard to 
get to places, Dodge full-time 
four-wheel drive is available. 
Which means you'll never have 
to unlock and lock your wheel 
hubs, again. 
Count 'em! 
You've got tough. 
You've got 
payload. You've 
got full-time 
four-wheel drive. 
You've got Dodge. снаха conponanon 
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"Homebuilders propose Бие ин sesso house-purchase program 


The executive committee of the 
National Association of Home 
Builders has just proposed a gov- 
ernment program of home- 
purchase assistance for young 
and moderate-income families 
and for the aged. 

The program will be submit- 
ted to the Administration and to 
the Congress after the presiden- 
tial election. The NAHB execu- 
tive committee voted full en- 
dorsement of the plan at the as- 
sociation’s board of directors 
and builders’ conference in Salt 
Lake City in September. About 
12,000 of the NAHB’s 80,000 
members attended. 

The purchase proposal was 
conceived by NAHB’s president, 
John C. Hart. A front-end sub- 
sidy from the government 
would reduce prevailing mort- 
gage-interest rates by up to three 
percentage points for the term of 
the mortgage. 

How it works. The govern- 
ment would make a one-time 
payment to the mortgage lender 
covering the difference between 
the market interest rate and a 
variable below-market rate. 
This payment would be secured 
by a non-interest-bearing sec- 
ond trust deed (for the term of 
the mortgage) given by the buyer 
and payable to the government. 
The money advanced by the 
government would be recap- 


"© n 
Direct line to White House is used by NAHB’s John Hart on podium at Salt 
Lake City conference. Conversation with President Ford lasted five minutes 
and was amplified on public address system for 12,000 NAHB members. 


tured upon the resale of the 
home. 

Hart, a homebuilder from In- 
dianapolis, said the plan would 
permit poor families, now ex- 
cluded from the new-home mar- 
ket, to buy homes they want in 
locations of their choice. The 


costs subsidized by the govern- 
ment would be recaptured, he 
explained, and repayment by the 
homebuyer would be accounted 
for by the equity built up in his 
home through appreciation. 
Employment. If housing op- 
portunities were provided for 


100,000 families per year, Hart 
said, "this program would create 
185,000 more jobs for crafts- 
men, laborers and minorities. It 
would develop $600 million in 


= federal personal and corporate 


tax revenues and $150 million 
instate income and local real es- 
tate taxes." 

Hart's program sets a sales- 
price limit of $50,000. It is in- 
tended for new and conven- 
tionally financed single-family 
units and condominiums. 

The below-market interest 
rate would vary according to 
house price: the lower the price, 
the lower the rate. 

Assuming a 9% market rate, 
buyers of a $25,000 house would 
get a below-market-rate mort- 
gage at 6%. The rate would rise 

25% for each $5,000 in price 
up to 7% % at $50,000. 

Trading up. ^A buyer who 
could afford only a $25,000 
home in the current market 
would now be able to purchase 
a $30,000 home," Hart ex- 
plained. "This in itself opens up 
a whole new range of opportu- 
nities for prospective buyers. 

"Further, the down payment 
is substantially reduced. The 
buyer of a $40,000 house in 
today's market is often required 
to pay 20% down—$8,000. 
Under our programs he would 
pay $2,750.” 


Put government back to aiding private housing business,an expert urges 


Massive federal programs have 
failed to answer America’s 
housing and urban development 
needs, and public policy should 
now be redirected to take greater 
advantage of the private sector's 
expertise, imagination and ex- 
isting institutional arrange- 
ments. 

That's the advice of Saul B 
Klaman, executive vice pres- 
ident of the National Associa- 
tion of Mutual Savings Banks 
and one of the housing in- 
dustry's most widely quoted 
economists. 

“The basic goal of public pol- 
icy in the mortgage and housing 
area must be to encourage and to 
supplement—not to preempt— 
the use of private resources," 
Klaman emphasized in an 
address before the National As- 
sociation of Bank Women in 
New York City. 

Rebuilding councils. Sole reli- 
ance on government for funds 


and programs has not only been 
unproductive but has "placed 
severe strains on our federal 
budget and bloated our federal 
bureaucracy," Klaman contin- 
ued. He suggested that a com- 
mon-sense shift toward more ef- 
fective public-private coopera- 
tion could be implemented 
through voluntary, govern- 
ment-established Councils for 
Urban Rebuilding Enterprises 
(CURE). Public agencies and pri- 
vate groups would join forces in 
these councils to develop pro- 
grams and policies for urban re- 
building. 

"If such organizations had 
been in existence," Klaman 
said, "we might well have 
avoided the near collapse of fed- 
eral interest-rate subsidy pro- 
grams for lower-income fami- 
lies, which foundered more be- 
cause of faulty administration 
rather than poor concept.” 

Broad program. Turning to 
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broader housing problems, Kla- 
man said that realization of na- 
tional housing goals has been 
frustrated by extreme short-run 
swings in the cost and avail- 


ECONOMIST KLAMAN 
‘Encourage... not preempt’ 


ability of housing credit, to- 
gether with the continuing long- 
run diversion of private savings 
from housing investment. Re- 
solving these problems, he con- 
tinued, will require an inte- 


grated, three-pronged approach 
aimed at increasing the effi- 
ciency of the private sector, 
with government support where 
necessary. 

He said the objectives would 
be ^to strengthen the ability of 
savings institutions to generate 
funds for housing; to strengthen 
the ability of the mortgage in- 
strument to compete with other 
types of financial instruments; 
and to strengthen the structure, 
breadth and flexibility of mort- 
gage markets. 

“То achieve the tripartite ob- 
jective outlined here—through 
strengthening institutions, in- 
struments and markets—will 
require no new injection of gov- 
ernment funds,” Klaman em- 
phasized. However, legislative 
or regulatory action is necessary 
in almost every area, he said, 
and could be accomplished in a 
framework of a better balanced 
private/public partnership. 


Thermador announces 
anew microwave super system: one 
sleek built-in that cooks five ways. 


(That should sizzle up your sales.) 


Thermatronic Il provides five basic cooking methods: microwave, conventional, а 
combo of microwave-and-conventional, microwave broiling and conventional broiling 


The upper oven has the best of two worlds: microwave The lower oven operates separately and cooks with 
for thawing frozen foods and cooking meals in minutes. conventional heat. Both ovens have broilers, black 
Plus conventional heat for the slower way of cooking. see-through glass doors. Both are self-cleaning and 
Use both at the same time and get microwave speed ventilating. Push-button selector switches are located 
as well as golden browning and finer texture provided оп the control panel. For customers looking for the 
by the conventional method. A large loaf of crusty — . best when building, remodeling or replacing, show 
bakes in 7 ninute: turkeyis | Thermatronic world's finest cooking system. 
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Micro-Thermal Ovens 
For complete warranty details on Thermador products see your Thermador distributor 


or write Thermador, 5119 District Blvd., Dept. S.. Los Angeles, Ca. 90040 
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Andersen Perma-Shield’ Windows 


CURB HIGH-RISING 


MAINTENANCE 
COSTS. 


Five Riverside Towers, 
Binghamt N.Y. 
Architect: 

George E. Yurchison, A.LA., 
Rochester, N.Y. 


58С Copyright © Andersen 
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Five Riverside Towers is a spacious, ele- 
gantly appointed 11-story high-rise, located 
just three blocks from the heart of down- 
town Binghamton, New York. 

The architect designed the apartment 
building for tenant comfort and conveni- 
ence. And to keep owner heating and main- 
tenance costs at a minimum. 

That's why Andersen? Perma-Shield® 
Casement Windows were specified. 

They're made of wood, one of nature's 
best insulators. And sheathed in long life, 
low maintenance rigid vinyl that doesn't 
rust, pit or corrode. 

Double-pane insulating glass can re- 
duce conducted heat loss up to 35%, com- 
pared to single glazing without storms. 

And, unlike the leaky, drafty kind, 
Perma-Shield Windows are two times more 
weathertight than industry air-infiltration 
standards. To help seal out dust and drafts, 
help save on heating and cooling costs. 

So, if you want to keep high-rising fuel 
and maintenance costs under control, spe- 
cify snug-fitting Andersen Perma-Shield 
Windows in your next building. 

For more details, see Sweets, File 8P. 
Or call your Andersen Distributor or Dealer. 
He's in the Yellow Pages under “Windows, 
Wood." Or write us direct. 


The beautiful,carefree way to save fuel. 


Anderseri Windowalls 
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Old ways die hard, very hard. 
But, like old soldiers, they do 
eventually fade away. 

So may it be with the three 
methods of measuring potential 
housing demand. 

Two time-honored criteria, 
removal of units from housing 
stock and the number of addi- 
tions to inventory, have long 
since fallen under suspicion. 
The third—HUD/Census Bu- 
reau forecasts of the number of 
husband-wife family forma- 
tions—now joins the list of sus- 
pects. 

The charge? Inaccurate pro- 
jections. 

The crime? Extravagant over- 
building in the past, and the 
prospect that more of the same 
may recur. 

The victim? Economists and 
recent studies suggest it will be 
the housing industry itself. 

One study, compiled by a 
Wall Street research firm, says 
single-family home demand "is 
likely to be half that of the gov- 
ernment forecasts." 

Inaccurate forecasts may re- 
sult in overbuilding in a danger- 
ous way—the wrong house for 
the wrong household. 

A new society. The social and 
demographic fabric of American 
society is slowly unraveling, 
and economists such as NAHB's 
| Mike Sumichrast now suggest 
that the Census Bureau's projec- 
tions are woefully out of date. A 
study newly compiled by the 
prestigious MIT-Harvard Cen- 
ter for Urban Studies comes to 
the same conclusion. 

"Individuals ^ instead 
couples are acting as house- 
holds," Sumichrast points out. 
"Husband-wife households 
have accounted for less than 
30% of the increase in house- 
hold formations in 1970-75." In 
the past, he explains, the figures 
were reversed. No longer, he 
warns, will  husband-wife 
household formations take the 
major share of the total on an 
annual basis. 

Homes for singles. The rea- 
sons for the statistical reverse 
are myriad, Sumichrast says. 
But some things are certain—no 
longer is divorce a social stigma, 
nor is it difficult to obtain. No 
longer are common-law mar- 
riages a rarity. 

Three divorces for every five 
marriages "mean a change in the 
market for our products," Sum- 


of 


ichrast cautions. "We must 
learn how to build for a divorced 
woman and for a man suddenly 
living alone.” 

The MIT-Harvard study, 
supervised by economist Arthur 
Solomon, was more blunt. It 
said the Census Bureau now ap- 
pears to be overestimating resi- 


MGIC's KARL 
Two million a year... 


dential demand in its long-range 
forecasts. The bureau assumes, 
the study said, that the increase 
in new households will parallel 
the rise in the number of people 
eligible, simply by age, to form 
new households. 

But times have changed, and 
the Cenus Bureau has ap- 
parently been slow to adjust to 
those changes. 

In 1950, about 80% of all mar- 
ried couples in their twenties 
maintained their own house- 
holds. By 1960 the number had 
ballooned to 91%. 

Mini-families. Since the 
1960s the trend has reversed. 
The postwar baby boom is over. 
And while postwar offspring are 
entering adulthood by the mil- 
lions, their values and capabil- 
ities are far different from their 
parents’ ways and means. 

The postwar babies marry 
later and have fewer children. 
And, say economists such as 
Sumichrast and George Hanc of 
the National Association of Mu- 
tual Savings Banks, their real in- 
comes are steadily shrinking. 
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They will buy smaller houses 
than those in which they grew 
up. The smaller house is all they 
can afford. 

Remodeling. "There are ob- 
viously more single individuals 
now," Sumichrast adds. 
"Singles, divorced or otherwise, 
will not be living in single-fam- 


NAHB’s SUMICHRAST 
is an impossibility" 


ily homes. We have noticed a 
trend back to the center cities. 
We could not have imagined 
such a trend just a few years 
ago." 

The white,  middle-class 
couples and individuals—the 
people HUD and the Census 
Bureau may be overlooking— 
“are making a reverse migra- 
tion,” Sumichrast goes on. 
“They are not going to want 
single-family homes.” Instead, 
he says, the trend is toward 
“condos and the thousands of 
brownstones that can be re- 
modeled." 

George Hanc thinks rocketing 
costs and declining incomes are 
as important as demographic 
change. 

“Many who want apartments 
now can't afford them," he ex- 
plains. "These are the same 
people who, earlier, would have 
been in the market for their own 
homes in a few years. That 
whole progression is being 
disrupted now. We didn't plan 
for it." 

Warning signals. The full 


Potential Housing Demand: 1976-80 

HUD Wall St. firm 

Total Annual Average Total Annual Average 
(000) (000) (000) (000) 
Single-family 6,122 1,225 3,150 650 
Multifamily 4,023 805 6,205 1,221 
Mobile homes 1,143 228 2,020 404 
Total 11,288 2,258 11,375 2,275 


Source: HUD; Wall St. firm's estimates. 


Myths debunked: We'll need fewer and smaller houses than we unin 


force of these social and demo- 
graphic alterations will not be 
fully felt, MIT-Harvard says, 
until the 1980s. The changes 
today are only the beginning. 

In 1975, for instance, the 
average number of adults per 
household rose for the first time 
in 20 years. 

Such an ominous statistic is 
no revelation for Hanc. "That's 
just one area where our forecast- 
ing methods weren't accurate. 
Young people who would have 
been in the market a few years 
ago, and who figured to be in the 
market today, are doubling-up 
and dropping out of the mar- 
ket." 

50% less demand. How great 
is the disparity between the 
MIT-Harvard findings and 
Census forecasts? The Urban 
Studies Center's best estimate 
of households in 1985 is 81.6 
million—a big three million 
under the bureau's lowest pro- 
jection. 

Nor is the MIT-Harvard study 
the only survey to disagree with 
Census. 

Last summer a reputable New 
York investment research firm 
challenged the bureau's find- 
ings. In a study distributed by 
FIND, a New York information 
retrieval service, the firm disco- 
vered that the gap between its 
findings and those of the Census 
Bureau is even more startling. 

Husband-wife ^ households, 
the investment firm says, have 
declined from an average of 53% 
of the total during 1950-70 to 
29% today. 

The firm sees a demand for 
only 650,000 new single-family 
homes a year for 1976-80. Yet 
HUD, using Census projections, 
puts the figure at 1.2 million. 

The wrong way. What hap- 
pens when such a numbers gap 
develops? 

Massive overbuilding, for one 
thing. 

Most experts agree that the 
country is now overbuilt to the 
tune of 400,000 units, and that's 
down from 600,000 only a year 
ago. 
If the outsized estimates go 
unchecked, several experts 
warn, then the government will 
continue to use housing to spur 
the economy. 

The housing industry will 
then not only overbuild, the ex- 
perts caution; it will build the 

TO PAGE 18 
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When this builder built his own 
ream home, he wouldn't use anything but 


A man who knows both sides of 
siding story is builder Ron Gregory, 
reenville, South Carolina. GAF 
guard’ vinyl siding has built such a 

bd reputation with him, he insisted 
using it on his own home. We 
ren't surprised, but we asked him 


“It goes up very easily, it's good- 
king, and it's practically indestruc- 
му, А answered. We asked him to 
specific. 

"Those lightweight 12-foot panels 
h their pre-formed nailing flanges 
H slots go up so fast, it's hard to 
ieve. And there's no painting or fin- 


GAF Vanguard vinyl siding. 


Didi 


ishing—not even a touch-up. That saves 
time. Plus now, we have a choice of 6 
colors in 8" and double 4" clapboard, 
and 8” vertical with smooth or textured 
finish. So Vanguard vinyl siding seems 
to be a natural for builders.” 

“Speaking as a homeowner, it 
stays looking good for years in the 
worst weather. That means no re-paint- 
ing. Scratches don't show either, since 
the color goes clear through. And, it 
can’t rot or rust.” 

“This siding does make a home 
easier to sell. | should know. I’m my 
own satisfied customer.” 

Thank you, Mr. Gregory. 
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GAF Corporation 
Dept.HH-116,Building Materials (851) 
140 West 51 St., New York, N.Y. 10020 


Please send me further information 


Please have a representative call 


[2] 


H&H NOVEMBER 1976 


ІМЕМ У/ LUIN nuxu 


Florida builders win in Boca Raton—Court voids limit on grow ui 


Boca Raton’s 1972 growth limit 
of 40,000 housing units has been 
declared unconstitutional by a 
Florida court. 

Circuit Court Judge Thomas 
Sholts of Palm Beach County 
said the people of Boca Raton did 
have the initiative right to set a 
population limit, but he said 
there was nothing except emo- 
tional guesswork in arriving at 
the figure of 40,000. 

And the judge attacked what 
he called an implementation fi- 
asco in the rewriting of the city’s 
zoning laws to fit the growth 
limit. 

Boca’s city council voted 4 to 
0 to appeal the decision all the 
way to the U.S. Supreme Court 
if necessary. The council also 
recommended that the city draft 
alternative methods of achiev- 
ing the population cap should 
the case be lost on appeal. 

Residents’ initiative. The bat- 
tle was joined in June 1972, 
when a small group of conserva- 
tionists presented to the council 
areport titled “The Problems of 
Growth.” When a majority of 
the council ignored the report, 
the proposal was placed on the 
ballot by petition. It carried by 


a wide margin in November that 
year. 

City planners slashed apart- 
ment densities in half to meet 
the limit. But Judge Sholts said 
in his ruling that the planning 
consultants had acted without 
being aware of “present or po- 
tential inadequacy in Boca 
Raton’s facilities, services, car- 
rying capacity of its land, its re- 
sources or environment.” 

Public’s welfare. The judge 
contended the public welfare of 
Boca Raton was not sufficiently 
threatened to justify the cap and 
the zoning changes. 

“The evidence concerning the 
cap's emotional and arbitrary 
birth," the judge wrote, "its un- 


reasonable effects and the lack 
of a material, factual and sub- 
stantial relationship to public 
welfare, is so compelling that 
fair debate would not really be 
expected. 

“The city was compelled to 
adopt arbitrary and discrim- 
inatory multifamily zoning den- 
sities to carry out the cap choice 
of its citizens. If the across-the- 
board 50% density reduction 
bears any reasonable relation- 
ship to the characteristic of the 
properties or areas involved, it is 
by pure chance." 

Developers' stand. The judge 
was also critical of the surplus of 
commercial and industrial 
acreage that resulted from the 


Big Canadian company buying into Florida 


Cadillac Fairview Corp Ltd., the 
largest publicly held realty com- 
pany in Canada, has bought 50% 
of Indian Spring, an 800-acre res- 
idential community in Delray 
Beach, midway between Boca 
Raton and Palm Beach, Fla. 
Cadillac will finish out Indian 
Spring in a joint venture with 
EPIC Corp. of Delray Beach, the 
original developer. The Epic or- 


ganization has spent $9 million 
so far, and three builders are 
erecting houses selling from 
$53,000 to $100,000. 

Cadillac which lists assets of 
more than $1 billion, reported 
cash flow of $41 million last 
year from rental properties and 
sales of housing and land. The 
company’s headquarters are in 
Toronto. 


zoning cutback on apartments 
in the Gold Coast community 
40 miles north of Miami. 

Attorneys for developers com- 
plained in their lawsuit that the 
city’s cap had reduced their 
property values by at least $50 
million. Judge Sholts said this 
economic loss by itself would 
not be reason enough to invali- 
date the growth, but combined 
with the fiasco, as he described 
it, it was enough to outweigh 
any minimal benefits. 

Social aspects. Sholts went on 
to say the growth cap had in- 
creased the value of existing 
housing and smacked of what he 
described as an attitude of "I'm 
aboard so pull up the ladder.” He 
said the cap was not in itself ex- 
clusionary but that it did mean 
little or no chance of low and 
middle-income housing in 
Boca’s future. 

All city zoning laws enacted 
after the growth cap referendum 
were also declared void. The city 
attorney is expected to argue 
that not all zoning changes after 
1972 were made to implement 
the growth cap. 

—FRED SHERMAN 
McGraw-Hill News, Miami 


Myths debunked:We may need fewer and smaller houses continued from page 16 


wrong houses for the wrong 
households. 

Optimist’s view. Not all econ- 
omists dismiss the credibility of 
the HUD Census projections. 
Robert C. Turner, professor of 
business economics and public 
policy at the University of In- 
diana, is a qualified optimist 
about housing. His optimism is 
based on Census forecasts, and 
he finds a silver lining: a signifi- 
cant rise in the adult population. 

In 15 years, Turner believes, 
the adult population will in- 
crease by 32.6 million. It rose 
only 19.6 million in 1960-75. 

Turner is also optimistic 
about new households between 
now and 1990. They should 
form up, he says, at the rate of 
1.5 million to 1.6 million a year. 

‘Strong demand.’ "Demogra- 
phic influences (a larger adult 
population) alone will mean a 
strong peak demand for housing 
for at least ten, perhaps 15 
years,’’ Turner insists. 

The same influences, he con- 
cedes, will dictate smaller fami- 
lies and smaller residential 
units. But even with smaller 


houses and a consequent shrink- 
age in the market for household 
goods and building materials, 
Turner sees housing demand 
jumping by 3295-4595 in the 
next 15 years. 

The reason? He expects real 
incomes to rise 2% to 2.5% an- 
nually “over the next decade or 
so." 

Two million a year? Housing 
production may be the biggest 
uncertainty of all, of course. The 
popular goal of two million 
units a year is the main point of 
contention. Chairman Max Karl 
of MGIC Investment Corp., the 
big mortgage insurer, thinks 
two million is attainable. 


Real income notwithstand- 
ing, Karl believes high mortgage 
rates are the problem. The inter- 
est on a single-family house 


NAMSB's HANC 
‘It’s time to grow up’ 


Refrigeration company buys Corning division 


Amana Refrigeration Inc. of 
Amana, Iowa, a subsidiary of the 
Raytheon Co., has bought the 
Corning cooking appliance divi- 
sion of the Corning (N.Y.} Glass 
Works. 

Amana's president, George C. 
Foerstner, announced the pur- 
chase. 

The first products of the Corn- 


ing line bearing the Amana 
name are expected to be avail- 
able this month. Amana manu- 
factures central air conditioning 
and heating products as well as 
appliances that include refrig- 
erator/freezers, freezers, Ra- 
darange® microwave ovens, 
room air conditioners and trash 
compactors. 


SONS INVI 


mortgage, he says, should never 
exceed 7.5%. 

But, Sumichrast cautions, 
with interest rates believed 
likely to remain at 832% for the 
foreseeable future and with real 
income declining “I do not 
think we can ever reach two 
million units a year. It's an im- 
possibility." 

Wisdom for tomorrow. Is 
there a solution to the dilemma? 
Hanc thinks so. 

“It’s time," he says, "for us 
[the housing industry] to grow 
up—to become like other sec- 
tors of the economy." 

He uses the auto makers as ex- 
amples of flexibility: 

“They use sophisticated mar- 
ket research techniques. What 
matters is what people want and 
what they can realistically af- 
ford." 

Before even beginning to 
think about making marketing 
changes, Hanc warns, it is im- 
perative that housing fore- 
casters and builders confront 
the market as it is—not as they 
think it should be. 

—ToM ALLEN, 
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Rehabs back in style—and a little boom builds up with US. help 


The climb іп  new-house 
prices—17% in the last year— 
and a new attitude of respect 
among householders for old- 
but-sound homes have com- 
bined to spark wider interest in 
the rehabilitation market. 
Moreover, pushed by counties 
and cities, the federal govern- 
ment may underwrite more 
rehab work when the new Con- 
gress goes to work. 

One of those who sees a new 
trend is Michael Sumichrast, 
chief economist for the Na- 
tional Association of Home 
Builders. 

“What you may see is what 
Europeans have been doing for 
years,” he predicts. "There will 
be more emphasis on keeping 
the standing inventory of 76.7 
million housing units that we 
already have." 

The young sophisticates. A 
private renovation, remodeling 
and rehabilitation movement is 
already being led by young and 
affluent middle-class people 
who don’t fit the suburban 
mold. A survey of major cities 
by the Urban Land Institute 
shows that private renovation 
spending is still insignificant in 
relation to overall outlays but 
appears substantial when com- 
pared with both subsidized and 
unsubsidized renovation done 
in the past. Most important, 
says ULI, is the upward trend. 

Census Bureau data shed but 
little light on full-scale rehab- 
bing as such, but figures for 
spending on housing alterations 
and repairs are up sharply—from 
$17 billion in 1972 and $21 bil- 
lion in 1974 to an annual rate of 
$30 billion this year. The 
Census Bureau’s Allen Meyer 
sums up: 

“Especially in the last two 
years, I think people have been 
putting money into rehab be- 
cause they can’t afford to buy 
new houses." 

‘Leveraging.’ In the last year 
cities have developed a vogue for 
“leveraging” the community 
bloc grants they receive so as to 
get more rehabbing for the 
money. They have been luring 
private lenders into financing 
the rehab activity by subsidies 
or by using the bloc grants as 
compensating balances in insti- 
tutions that make rehab loans. 
New Orleans and Baton Rouge 
have led the way in getting such 
programs going in the South. 
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Things have been slowed to 
some degree by an ideological 
split in Washington. Both par- 
ties are glad to see bloc grants 
spent on rehab, but the Demo- 
crats have fought off an attempt 
by the Ford administration’s Of- 
fice of Management and Budget 
to kill the 3% subsidized direct- 
loan program for rehab (Section 
312). 

More money. The need for 
rehab is becoming so pressing, 
however, that people on Capitol 
Hill expect to see expansion 
next year—to include Section 
312—no matter who is in the 
White House. 

Cost is one key. Robert Embry 
Jr., commissioner of what is gen- 
erally regarded as the most suc- 
cessful city rehab program in the 
country, the program in Balti- 
more, says a unit can be rehabil- 
itated in his city for one-third 
less than the cost of building a 
new unit. 

Notall cities have Baltimore’s 
blocks of old row houses with 
depressed prices, but federal pol- 
iticians have gotten a grass- 
roots message. President Ford 
proclaimed 1976 as “The Year of 
The Neighborhood," and Hous- 
ing Secretary Carla Hills echoes 
Sumichrast in saying that "this 
nation has thrown away its ex- 
isting housing stock for too 
long." 

Carter's support. Democrats 
traditionally prefer new con- 
struction to rehabbing, but 
Democratic sources now report 
that housing aides for Jimmy 
Carter express more interest in 
rehab than in new building. 

The House Banking Commit- 
tee has already paved the way for 


more rehab spending. It held a 
full day of hearings in Sep- 
tember in which the entire 
witness list was pro-rehab. 

Washington is scoring several 
points for the rehab revival. To 
bring private lenders into rehab 
financing, the Federal Home 
Loan Bank Board and the 
Department of Housing and 
Urban Development have put 
together an urban reinvestment 
task force. The task force gets 
high marks on Capitol Hill for a 
sophisticated program for reviv- 
ingneighborhoods with savings- 
and-loan and bank money. The 
task force is operating in 31 
cities and it budgets for 55 in 
1977 and 100 cities in 1979. 

Mortgaging. The new interest 
in rehab extends to federal mort- 
gage agencies, and it may very 
well spread to other lenders. The 
Federal National Mortgage 
Assn. (Fannie Mae) has been 
doing surveys on rehab and has 
just committed $1 million to 
buying mortgages in a Dallas 
rehab project. Fannie Mae offi- 
cials boast that buyers caused 
traffic jams in the rehab area. 
Says Vice President Gordon 
Nelson: 

“Once other lenders see what 
we are getting into it—we have 
a reputation for being conserva- 
tive—they will get into it, too." 

The Urban Land Institute is 
starting a two-month series of 
rehab seminars around the 
country, hoping to  arouse 
lenders' interest in financing 
middle-class rehab activity. 
HUD has several studies afoot. 

The NAHB has set up com- 
mittees for liaison with banking 
and thrift institutions, for it 


HUD halts sales at ITT's Palm Coast 


The Department of Housing and 
Urban Development has sus- 
pended sales in the 48,000-lot 
Palm Coast project being devel- 
oped by a subsidiary of the Inter- 
national Telephone & Tele- 
graph Corp. on the east coast of 
Florida. 

Sales were suspended until 
the company could comply with 
HUD rules by making a full dis- 
closure to prospective buyers of 
an agreement on sales practices 
the company reached with the 
Federal Trade Commission 
|News, Oct.] 

Requirements. As part of the 
agreement with the FTC, Palm 


Coast said it would not repre- 
sent that ITT is legally responsi- 
ble for Palm Coast’s debts; not 
represent that purchase of a lot 
is the way to financial security; 
and not suggest that prices on 
lots are increasing without dis- 
closing that the increase may be 
the result of pricing policies. 

Limit on lots. The developer 
also agreed to limit the number 
of lots for sale to 48,000 over the 
next 15 years. 

Sales could not resume until 
Palm Coast made full disclosure 
of the FTC action in the HUD 
property report that must be 
given to all prospective buyers. 


would like to get lenders to ex- 
tend long-term rehab credit as 
readily as they do on new 
houses. 

Philosophy. Baltimore’s Em- 
bry thinks the tide is turning 
toward rehab for a variety of rea- 
sons. Not only are new housing 
costs in the suburbs skyrocket- 
ing, he says, but growth restric- 
tions are reducing suburban 
housing production and trans- 
portation costs are rising. 

In the cities, meanwhile, 
Embry points out, a higher per- 
centage of the population is 
without children. 

“These are potential city 
dwellers,” he adds. “And per- 
haps most importantly, city 
neighborhoods are rising in the 
estimation of many of our citi- 
zens.” 

The suburban dream is still 
attractive for many, cautions 
the American Bankers Associa- 
tion’s rehab specialist Paul Carr, 
“and the return to the city can 
be overstated. But the cities are 
being rediscovered. Rehab is a 
hot item.” 

Problems. A rehab-oriented 
housing market would present 
certain obvious headaches for 
the building industry. There is a 
vast array of barriers to entry 
into this field, including code re- 
strictions, tax credits for build- 
ingremoval and government bu- 
reaucracy. There is also a lack of 
technical knowhow. 

The chariman of NAHB’s 
rehab committee, John Knott Jr.,; 
warns: "Rehab is a completely 
different business from new 
houses. Instead of starting with 
vacant land and going through 
steps one to five, it's here and 
there—and if you pull some- 
thing out it may cause some- 
thing else to fall." Indeed, in 
some parts of the country there 
are stories about hasty rehab 
work already starting to tumble 
down. 

And promise. As other people 
are beginning to discover, how- 
ever, the economics of rehab 
look better and better these 
days—even to Knott. 

"You have no site costs, no 
new sewer costs. And years ago, 
builders put more mass into the 
building. You start with four 
walls, a roof, a foundation— 
most of the job. Even if con- 
struction costs you $40 a square 
foot, instead of $30 [for a new 


house}, you are ahead."—S.W. 


XPANDABLES 


The Kingsberry Man 
can help with yours. 
Because the new “Family Planner" 
Kingsberry Homes can let you talk 
house now to prospects who might 
otherwise have waited until later to 
buy. A "Family Planner” Kingsber 
Home (The series includes as many 
as 30 of our outstanding designs.) 
does it with unfinished living space. 
That's space your buyer doesn't pay 
full price for until it's needed, sub- 
stantially reducing the initial cost of 
the home and making immediate pur- 
chase realistic. As the young family 
expands, the Kingsberry Home ex- 
pands. Meanwhile, your market— 
and your profit-making opportunities 
— expand, too. In fact, they're practi- 
cally endless. And the beginning is 
here now. As soon as you send in the 
coupon. 

It's all the help you can get. 
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Boise Cascade 
Manufactured Housing Division 
Eastern Operations 


g : Russell O. Williams, Director-Marketing 

i Ї Kingsberry Но Dept. НН-11 

у 61 Perimeter Р Atlanta, Georgia 30341, 
(404) 455-6161 


Address 
be 
Zip Phone 
Lots ready to build on 
0 None, 0 1-10, g 11-25, g 26-50 
Units built in past vear 
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INEWS/POLITICS 


Builders and the election: Ecology is 


Ecology was not on the primary 
ballot, but it has just played a big 
part in deciding some hotly con- 
tested political contests in 
south Florida. 

The issue was crucial in a ma- 
jority of the races for the Dade 
County (Greater Miami) Com- 
mission. What little voter inter- 
est there was centered on the 
candidates' views of and dedica- 
tion to the county's new land- 
use plan. 

The biggest upset came in the 
race between Commissioner 
Harry Cain and a carpenters' 
union official, Bill Oliver. Cain 
is a former U.S. senator, and he 
was not expected to have trou- 
ble beating a union leader in a 
city that is certainly no union 
stronghold. But Cain lost by al- 
most 2 to 1. 

Promise to builders. The an- 
swer came from civic spokes- 
men, who said Cain had voted 
too often for rezoning applica- 
tions. Oliver campaigned on a 
promise to honor the land-use 
plan while working for pro- 
grams that would help bring 
Miami's building industry back 
to life. 

In other commission contests 
decided without a runoff, the 
winners were environ- 
mentalists. James Redford, a 
leader of the Izaac Walton 
League, won easily over a wine 
merchant, Jay Arnet. And Har- 
vey Ruvin, a lawyer who came 
to public attention four years 
ago as a spokesman for Key Bis- 
cayne residents fighting to 
lower apartment density on that 
presidential island, was re- 
elected by a 2-to-1 vote. 

Developers’ candidate. In- 
cumbents Beverly Phillips, 
Clara Oesterle and Neal Adams 
won in the runoff. Mrs. Oesterle 
had not been expected to face a 
runoff, but, as the first primary 
neared, she came under attack 
from five opponents for her fi- 
nancial support from devel- 
opers, Realtors and architects. 

The bitterest contest was 
fought in Broward County (Fort 
Lauderdale) over the issue of a 
building moratorium in the 
southwest section of the 
county. 

Mrs. Anne Kolb, a county 
commissioner and fervent en- 
vironmentalist, had strongly 
supported the moratorium, and 
she made that and energy con- 
servation the basis for her cam- 
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COMMISSIONERS REDFORD . . - 
Two of the winners . . . 


paign for the Democratic nom- 
ination in the twelfth congres- 
sional district. Her opponent 
was Dr. Charles Friedman, a 
wealthy dentist who got a lot of 
financial support from national 
labor unions. 

Upset. It was a political sur- 
prise when Dr. Friedman came 
out against the building morato- 
rium, because polls showed that 
58% of Broward's residents ap- 
proved of it. But with Broward 
unemployment running about 
1295, the doctor took the gam- 


sue upsets Miami's 
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... AND RUVIN 
in Miami's elections. . . 


ble. And he won, beating Mrs. 
Kolb narrowly. He got 52.8% of 
the vote. 

Dr. Friedman outspent his 
Democratic opponent by about 
3 to 1, and he heated up the cam- 
paign with an accusation that 
Mrs. Kolb's husband worked for 
a real estate development firm 
with holdings outside the mora- 
torium boundaries. 

Unsold condos. It didn't seem 
to be a promising point, because 
there are nearly 20,000 unsold 
condominium apartments out- 
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. . . AND CAIN 
... and a surprise loser 


side the moratorium area and 
these are the real cause of the 
building slump, not the morato- 
rium. 

Political observers credited 
Dr. Friedman's victory, at least 
in part, to South Broward's new 
and growing Jewish population. 
His support from labor unions 
was expected to be a key factor 
in the November race against 
strongly conservative Congress- 
man J. Herbert Burke. 

—FRED SHERMAN 
McGraw-Hill News, Miami 


Ontario gets mandatory house warranty program for builders 


Ontario's builders will be re- 
quired by law to provide war- 
ranty protection for all buyers of 
new homes and condominiums 
beginning January 1. 

Builders must register with 
the warranty program to do 


Times  change—even boom 
times. And one of the California 
housing industry's most ener- 
getic public relations men, N. 
Richard Lewis, thinks builders 
must change with them. 

How? By researching the new 
and off-beat markets that he says 
are developing on half a dozen 
fronts. 

Lewis shared his advice with 
the Sales and Marketing Council 
of the Building Industry Associa- 
tion of California in a recent 
speech. 

"There are new marketing 
realties emerging as a result of 
sociological developments," 
Lewis warned, and he urged the 
builders to develop new strate- 
gies to cope. These, he said, are 
just a few of the new develop- 
ments: 

ө More unmarried couples are 
living together. 

€ Equal lending policies are 
permitting more single women 
to buy homes. 


_ ————— —————————————— 


Warning: Dont forget offbeat market 


business in the province. 

The program was announced 
by Sidney Handleman, minister 
of consumer and commercial af- 
fairs in the provincial govern- 
ment in Toronto. The new 
HUDAC New-Home Warranty 


ae 


CALIFORNIA's LEWIS 
‘New marketing realities’ 


ө The limits-to-growth philos- 
ophy is becoming more preva- 
lent, so quality is becoming more 
important than quantity. Con- 
sumers "may be living in their 
homes far longer than in the 
go-go days of the '50s and 7608.” 

€ The word minority includes 
more than just blacks. “There are 
Chinese, Korean and Japanese 
buyers as well.” Don't forget 
them. 

Lewis is president of Lewis & 
Associates, Los Angeles. 


Program, a non-profit organi- 
zation formed by the Housing 
and Urban Development Asso- 
ciation of Canada, will adminis- 
ter the legislation. A repre- 
sentative of Handleman's min- 
istry will sit on the board. Other 
members will represent con- 
sumers, municipalities, build- 
ers and mortgage companies. 

Builder's safeguards. The pro- 
vincial government will protect 
the rights of both builders and 
buyers by allowing them to ap- 
peal corporation decisions to the 
Commercial Registration Ap- 
peal Tribunal, a semi-judicial 
body which now hears appeals 
on administrative decisions 
taken by the ministry. 

Builders must meet standards 
described in the Building Code 
Act of 1974 and must pay a regis- 
tration fee of $350 to participate 
in the warranty program. An ad- 
ditional $85 will be assessed for 
each dwelling unit registered 
under the plan. 

Buyer's coverage. Buyer pro- 
tection against loss of deposit 
through bankruptcy or fraud is 
set at a maximum of $20,000 
and against loss from major 
structural defects over a five- 
year period, to the same 
amount. —WiLLIAM CHICHTON 


McGraw-Hill News, Toronto 


At $11.23 an hour, 
this could drive you out of business. 
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walling operations. You'll be able to take better advantage 
of good weather. You might even cut your interest pay- 
ments by cutting the length of construction loans. 
If you're looking for ways to cut the total cost of 
nailing, Paslode has a lot to offer. 
And you've got a lot to gain. 
Write today for our “Power 
Fastening For Construction” infor- 
mation kit and the name of your 
local Paslode dealer. 
You won't be wasting 
your time. How much time 
can you afford to waste? 
Paslode Company 
(Division of Signode Corporation), 
8080 McCormick Blvd., Dept. HH, 
Skokie, Illinois 60076. In Canada, 
Paslode Canada Kegitered. 
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NEWS/ZONING 


Battle of Alameda ends: 3,200 homes, not 9,200, will be built 


Court approval of a settlement 
between a developer, a city and 
a port have cleared the way for 
construction of 3,200 single- 
family homes for a population of 
6,000 to 8,000 in California’s is- 
land city of Alameda (pop. 76,- 
000). 

Judge Gary Martin Young of 
California Superior Court 
signed a stipulated judgment 
that ends litigation involving 
Harbor Bay Isle Associates, the 
developer; the city of Alameda; 
and the port of Oakland, which 
operates Oakland International 
Airport. 

The action closes a four-year 
dispute over the project on Bay 
Farm Island in Alameda. The in- 
tention of the developers to 
create a whole new planned 
community, Harbor Bay Isle, on 
Bay Farm Island triggered the 
controversy. 

Opposition. Alameda resi- 
dents objected to the proposed 
development, which was origi- 
nally planned to have 9,200 
units of single and multifamily 
housing, because of its density 
and the traffic it would generate. 
Partly in reaction, the city in 
1973 adopted a charter amend- 
ment prohibiting construction 
of multiple-unit dwellings. Fur- 
ther opposition by Alameda re- 
sulted in rezoning the property 
anda scalingdown of the project 
to 4,900 units, and finally agree- 
ment was reached on the 
present limit of 3,200 units. 

Harbor Bay Isle Associates 


Iste’s COWAN 
T four years, victory 


owns 915 acres of undeveloped 
land on Bay Farm Island, south 
of the main island of Alameda. 
About 591 of the acres are zoned 
for residential and neighbor- 
hood commercial development 


and 324 acres for commer- 
cial-manufacturing. 
Court’s reasoning. Judge 


Young found that Alameda’s 
general plan and an environ- 
mental-impact report provided 
an adequate basis for allowing 
construction to start on 475 
acres zoned residential and com- 
mercial. Harbor Bay Isle can 
now build on its residentially 
and commercially zoned prop- 
erty north of a line of demarca- 


tion agreed on by the parties, 
and on all of its commercially 
zoned property. 

One of the issues in the three- 
way dispute concerned the im- 
pact of current and future air- 
port Operations on certain por- 
tions of the proposed residential 
development. The port has 
agreed not to oppose Harbor Bay 
Isle, while the city and the de- 
veloper withdrew their opposi- 
tion to current airport projects 
being undertaken for passenger 
convenience, and to expansion 
and operations of the airport in 
line with its overall master plan. 

‘A treaty.’ John Goss, Ala- 
meda city manager, called the 


settlement "a peace treaty," 
with the parties "pulling back 
from the various battlefronts 
that had been developed." 

Harbor Bay Isle Associates is 
a general partnership of Doric 
Development Inc, Alameda, 
and Bay Farm Island Inc, a 
wholly owned subsidiary of 
Utah International Inc, San 
Francisco. 

Filling and reclamation of Bay 
Farm Island was completed by 
Utah—then called Utah Con- 
struction and Mining—in 1968, 
under contract to a reclamation 
district. Utah was also owner of 
the land. 

Ronald Cowan, chairman of 
the board of governors of Harbor 
Bay Isle Associates and pres- 
ident of Doric Development, es- 
timates the holding costs caused 
by the four-year delay at $13,000 
to $15,000 a day. 

Prices: High $60s. Harbor Bay 
Isle will be built in five villages. 
The developers plan to start 
with 240 houses in phases of 80 
units. Some may be completely 
detached and others clustered, 
but the developers cannot build 
apartments or condominiums. 
Prices are estimated to start in 
the “high $60s," according to 
Dexter Donham, director of 
marketing. 

Cowan's estimate of the value 
of the development, when fully 
built out, is $700 million. 

—]JENNESS KEENE 
McGraw-Hill World News, 


San Francisco! 


| 


An outcast for a year, N.Y. state housing agency gets back into bond market 


"It's a minor miracle," said Paul 
Belica, the executive director of 
New York state's beleaguered 
Housing Finance Agency. 

“Its a glorious comeback 
after a year of blood, sweat and 
tears." 

He was exulting at the bond 
market's warm welcome to the 
first issue the HFA had been able 
to float in 13 months. The mar- 
ket took $149 million in State 
University construction bonds, 
and more than $100 million in 
additional orders were refused. 

The agency had stood at the 
brink of default for most of last 
year after the market began re- 
fusing its "moral-obligation" 
bonds. 

Virtually all such bonds is- 
sued in New York state had been 
tainted by the default of another 


of its housing agencies, the 
Urban Development Corp 
|News, May ’75]. 

Guaranty and yield. The state 
legislature subsequently for- 
bade the issuance of any more 
moral-obligation paper, which 


carried no other guaranty than 
the legislature's own "moral ob- 
ligation" to support it. 

The bonds just sold were full- 
faith instruments of the state. 
They were offered at par and 
traded at a premium a few days 


Maule upping price 30% on its concrete 


Florida's largest producer of con- 
crete is raising prices about 30% 
in a last-ditch effort to stay 
alive. 

Now under protection of 
Chapter 11 of the Federal Bank- 
ruptcy Act (News, Sept.], Maule 
Industries of Miami was a vic- 
tim of an overly rapid expansion 
of production facilities four 
years ago. The expansion, begun 
at the height of the false boom 
created by real estate trusts and 


their investments in condomin- 
ium apartments, took Maule 
$70 million into debt. 

President Maurice Ferre, a 
member of a politically power- 
ful Puerto Rican family, said of 
the price rise: 

“We will not sell one yard of 
concrete below our cost. If the 
customers won't go along, we 
will just shut the place down." 

—FRED SHERMAN 
McGraw-Hill News, Miami 


later. 

Much of their welcome traced 
to a yield of 8.5% on most of the 
issue, an excellent return in 
today's market. During its 
months as a market outcast, the 
agency had difficulty selling 
one-year notes at a yield of 
10.995. The new bonds have a 
30-year maturity. 

New York's state. The warm 
reception of the bonds was 
hailed in New York City news- 
papers as an indication that the 
woes of the state and city were 
easing, but financial observers 
were more skeptical. The state 
budget director, Peter Gold- 
mark, called the bond sale a step 
forward, but he warned that 
both city and state faced prob- 
lems that could disillusion the 
bond market again. —E.W.R. 
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Fine wood windows don't have to be Squares and rectangles, 
and un-square windows don't have to be hard to find. 

At Marvin we make many trapezoidal and triangular windows. 
These are handsome units with 1-inch insulating glass 
glazed direct in a 5/4 frame. Marvin does the things that 
make it easy to design and build with trapezoids. 

The only specifications we 


e e 
( | ГЭ are a few rough opening 
4591 win OWS measurements. Every unit 
e is shipped set up, ready 
. ) go into the opening. 
an furnish solar 
Ta ќ ; / Ol є 4 Wal bronze or solar gray 
g in addition to clear 


float glass, and can prime 


or prefinish the window at 
y u Wi the fa If you need a special 


jamb width or special exterior 
casing, we're glad to oblige. Write us 


. 
for detailed information on these beautiful 
| М units. Marvin Windows, Warroad, MN 
T d ^ 56763. Phone: 218-386-1430. 
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Architect: Robert Parker Coffin, Barrington, Illinois. 


NEWS/MANAGEMENT 


“All the advantages of being a 
public company were gone and 
the disadvantages were astound- 
ing,” says Jack Hoffman, ex- 
plaining the decision earlier this 
year to return his company to 
private ownership. 

Hoffman is president and 
principal owner of the Hoffman 
Group Inc., formerly Hoffman 
Rosner Corp., the original devel- 
oper of the western Chicago sub- 
urb of Hoffman Estates, Ill. 

Hoffman took the company 
public in 1970 with the hope of 
raising capital and offering stock 
options to top management. 
With the exception of the initial 
$1.5 million raised in the first 
stock offering, he saw both 
hopes smashed. After going pub- 
lic at $11 a share, the stock 
briefly touched $16 but then 
sank to book value or below. 

“When the tumble of the 
other builders’ stocks came," 
Hoffman laments, “we couldn't 
even get book." 

Limited horizons. Ever since 
the boom days of 1972-73, the 
small Hoffman company—sales 
in fiscal 1975 were $33.7 mil- 
lion—has found even partial 
public ownership to be a disas- 


Chairman William Proxmire 
(D., Wis.) of the Senate Banking, 
Housing and Urban Affairs 
Committee, has just released a 
report by the General Account- 
ing Office sharply critical of Fed- 
eral Housing Administration 
practices that destroy neighbor- 
hoods. 

The GAO report was commis- 
sioned by Chairman Proxmire 
and Senator Adlai Stevenson 
(D., Ш.) in connection with the 
Committee's investigation of 
FHA abuses in Chicago and 
HUD's management failures 
nationally. [See Chicago FHA 
scandal, News, Sept. 75]. 

“The GAO report shows that 
HUD's operation of FHA-in- 
sured housing in city neighbor- 
hoods is a disaster," Proxmire 
said. "HUD's bungling creates а 
chain of events whose end re- 
sult is ruined houses and aban- 
doned city neighborhoods." 

Failures. Here is what GAO 
found, according to the Senator: 

“First, FHA fails to supervise 
mortgage companies ade- 
quately. As a result, unqualified 
buyers or defective houses are 
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ter. The housing downturn of $ 
1974-75 tumbled the Hoffman 
stock, and it was barely able to 
muster $1 bids early this year. 


The company was just too 2 


small to make public ownership 
work, says Virgil W. Owings, 
vice president of finance. 

Although Hoffman sells 
about 150 homes a year in the 
Philadelphia area, most of its 
business is in suburban Chi- 
cago. Not only did that fact limit 
the number of people who 
bought stock; it tied the com- 
pany's fortunes to Chicago mar- 
ket cycles. 

“There’s not really the explo- 
sive growth potential in a com- 
pany that's in one market," 
Owings explains. 

The buy-back. Buying the 
company back was possible be- 
cause only 31% of the shares 
were publicly owned, Owings 
says. Using existing credit lines, 
Jack Hoffman was able to lay out 
nearly $1 million for 100% own- 
ership. The selling price of $4 
per share, though less than book 
value, was still well above the 
old $1 bid price. And going pri- 
vate was made easier by a deal 
Hoffman worked out in 1975 to 


sometimes approved for FHA- 
insured loans. The mortgage 
companies don't care because 
the government takes all the 
risk if the insured FHA loan goes 
sour. 

"Next, when a loan does go 
into default and FHA has to take 
back the house, according to 
GAO's findings, FHA often fails 
to protect the abandoned house 
from vandalism. FHA generally 
refuses to put tenants into the 
empty house on the ridiculous 
theory that this will make the 
house harder to unload. Finally, 
in order to get the foreclosed 
property off its books, FHA 
dumps the vandalized house on 
the market, as is, at whatever 
price it will bring, taking an 
average loss of $14,025 per 
house in the Chicago area of the 
GAO study, and an average loss 
of $9,341 for each property na- 
tionally." 

$610-million loss. “The GAO 
found that HUD took a $610- 
million bath on the properties 
sold during the year ending 
April 30, 1976," Proxmire said. 
"In the Chicago study, GAO re- 


IN 


Owner Jack Нийхэж, at Hoffman 
Group offices, Hoffman Estates, Ill., 
explains his decision to go private. 


buy another large chunk of 
stock from three former 
partners. He is taking eight 
years to pay, at 8% interest. 
Public role's perils. The disad- 
vantages of staying public 
loomed large. Explains Owings: 
“The Securities and Exchange 
Commission requirements get 
more and more stringent. ... We 
were not getting any offsetting 
benefits, so on a cost-value rela- 
tionship, if there isno advantage 
to being public, why do it?” 
Hoffman says public status 


vealed that 86% of the HUD- 
owned vacant homes were not 
adequately secured against van- 
dalism, or had already been 
ripped-off by vandals. Yet HUD 
refuses to heed GAO's advice 
and put tenants in these houses, 
even though these houses re- 
main vacant more than a year, 
on the average. 

"Until this year, under in- 
tense prodding from the Senate 
Banking Committee and its own 
Office of Inspector General to 
change the policy, HUD had set 
up a system for monitoring the 
mortgage companies whose 
mortgages FHA insures. HUD 
failed to keep track of which 
companies had suspiciously 
high foreclosure rates, which 
would indicate slipshod or 
fraudulent practices." 

Suspension cited. Proxmire 
went on: 

"In the case of one major 
mortgage company that repeat- 
edly falsified records in order to 
get FHA mortgages approved, 
HUD's own investigators rec- 
ommended that the company, a 
subsidiary of the First National 


Hoffman Rosner tells public builders the n merits a going private 


hurts a builder in these ways on 
the housing cycle’s downside. 

e If the market value of the 
stock falls much below book, 
the company cannot go to the 
equity market; to do so would 
devalue existing stock (and 
might violate SEC regulations). 

ө Lenders do not view low 
stock values favorably, so being 
public is no help in borrowing. 

e Public status can even re- 
strict access to some lenders be- 
cause of a poor public image. 

€ A public builder must try to 
maintain some semblance of 
earnings even in a downturn, 
"whereas a private builder who 
doesn't have to worry about 
stockholders will realize that, 
hell, the best thing I can do is 
write off everything! can and get 
a big refund from Uncle Sam." 

Private flexibility. A private 
building company can move 
quicker and be more flexible in 
its use of cash, Hoffman insists. 

“The style of the building is 
cash more than earnings," he 
says. "With rare exception, 
there isn't a public builder who 
doesn't wish he was private." 

—DAN BROWN 

McGraw-Hill News, Chicago 


Proxmire releases GAO report calling HUD a destroyer of neighborhoods 


City Bank of New York, be 

barred from making FHA loans. 

Instead, Secretary Carla Hills 

gave the company a light slap on 

the wrist by putting it on proba- 

tion for six months and suspend-/ 
ing loan originations for 30 days 

in one branch office." [See Ad- 

vance Mortgage (Detroit) is put 

on probation, News, Feb.] 

“HUD claims it is finally 
planning to tighten its supervi- 
sion of mortgage companies,” 
Proxmire cautioned. "HUD has 
reorganized FHA once again, in 
an effort to improve administra- 
tion. But the reorganization will 
not help the tens of thousands of 
houses that have been need- 
lessly lost, the millions of fami- 
lies living in neighborhoods 
blighted by abandoned FHA 
homes, or the two-billion-dollar 
deficit in the FHA insurance 
fund." 

The full report, entitled, "Pro- 
tecting and Disposing of Single 
Family Properties Acquired by 
the Department of Housing and 
Urban Development," is avail- 
able from the GAO, 441 G 
Street, Washington, D.C. 20548. 


Even the 


toughest customers 


are sold on vinyl building products. 


That's because building products of BFG Geon“ 
vinyl are not only beautiful, they also live a long, 
virtually care-free life. 
They won't warp, rot, peel or absorb moisture. 
Which means vinyl gutters and downspouts 
don't rust or corrode. Vinyl shutters, siding and 
soffits won't need painting. Vinyl 
trim, baseboards and flooring 
are attractive, yet durable. 
Products made with Geon 
vinyl can provide year 
'round comfort, too. 
Vinyl siding helps to 
insulate. Vinyl clad 


windows and vinyl weather stripping fit snugly to 
do a better job of preventing heat loss and 
minimizing condensation. 

Vinyl products are easy to install. 

But most of all, vinyl in building products gives 
homebuyers more good reasons to buy. And you 

won't find a better reason than that. 
Not in a dog's age. 

For information about building 
products made with Geon vinyl, 
write: B.F.Goodrich Chemical 
Company, Dept. H-37, 6100 
Oak Tree Boulevard, 
Cleveland, Ohio 44131. 


B.E Goodrich Chemical Company 
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NEWS/PEOPLE 


Two new companies have sur- 
faced іп  California—one a 
builder and the other an archi- 
tectural/land planning firm— 
and new vice presidents have 
been appointed on both coasts 
and in between. 

A couple of Sunrise Corpora- 
tion’s alumni, William A. 
Fruehling and Frank H. Count- 
ner, have joined forces to form 
California Community Builders 
Inc. in Santa Monica. The com- 
pany’s inaugural project is Oak 
Creek, a 270-unit, $15-million 
single-family development in 
Thousand Oaks. 

Fruehling says they're start- 
ing on a shoestring “about $20,- 
000," but his grand design calls 
for CCB to "do about $12 mil- 
lion in volume in 76 in Califor- 
nia and Nevada and a total of 
$20 million in 77." Fruehling 
and Countner were senior vice 
presidents of Sunrise, a builder 
of planned-unit developments. 
Its headquarters are in Los An- 
geles. 

In Irvine, Kiyotoki/Bell Asso- 
ciates is the brainchild of 
Orange County architects Sam 
Kiyotoki and Stan Bell. The two 
are former partners in the New- 
port Beach office of Leitch/Kiyo- 
toki/Bell & Associates. The new 
company's projects include 
Rancho San Joaquin for Irvine 
Pacific and The Terrace for 


Standard Pacific, among others. 
All of the firm's West Coast 
projects are on the Irvine Ranch. 

In the veep sweepstakes, Bert 
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(Buz) Hoffman becomes a vice 
president of Hoffman Rosner 
Corp. Newport Crossing, Pa. 
Hoffman represents the third 
generation of a homebuilding 
family. His grandfather, Sam 
Hoffman, is the founder of the 
parent Hoffman Group of build- 
ing companies with head- 
quarters in Hoffman Estates, Ill. 
The younger Hoffman joined in 
1975 as eastern financial officer. 

T.G.I. Construction Corp. of 
Los Angeles names Michael 
Spiro as executive vice president 
and chief operating officer. He's 
responsible for all construction 
activities of the Titan Group 
subsidiary. James Francis be- 
comes a T.G.L vice president. 
He's been supervising con- 
struction of service group build- 
ings at the Long Beach shipyards 
for T.G.I. 

The McKeon Corp. of San 
Mateo, Calif., adds to its board. 
E.S. Clifford becomes a director 
and the builder's newest vice 
president as well as treasurer. 
Clifford is also vice president of 
the California Builders’ Coun- 
cil. 

Denver’s Witkin Homes, a 
U.S. Home subsidiary, names 
Dean Thomison as an assistant 
vice president. He had been 
director of land planning and 
manager of land development. 
Witkin also appoints John O. 
Rottler as assistant manager for 
the company’s Shenandoah de- 
velopment in Aurora, Colo. He 
had directed all purchasing and 


Builders on the move: New companies form up, new execs step up 


production at Witkin’s Pheasant 
Run development in Aurora. 

Also in Denver, Nu-West De- 
velopment Corp. Ltd., a major 
Canadian builder, names Stan- 
ley A. Ward as vice president 
and general manager of its new 
U.S. subsidiary, Nu-West De- 
velopment Corp. Inc. The com- 
pany's first project in the 
Denver area is the construction 
of 95 single-family homes in the 
$60,000-$75,000 range. 

Leo Carletti, 52, a 30-year 
construction industry veteran, 
joins Broadmoor Homes' north- 
ern California division as gen- 
eral superintendent. Carletti 
will help supervise the divi- 
sion’s initial effort, Crow Can- 
yon, a master-planned recrea- 
tional community. 

West Coast acquisitions con- 
tinue apace. Harvey Berg and 
John Winther buy up the Larwin 
Group's land in California's 
Marin County. Berg is a former 
real estate veep for CNA Invest- 
ment Services and Winther was 
an F. T. Lathrop Construction 
vice president. The Larwin hold- 
ings, specifically Spyglass Hill, a 
$12.5-million, 208-condo devel- 
opment in Larkspur, are already 
partially built out. Larwin com- 
pleted the first phase of 106 
homes at a cost of $7.5 million. 


LENDERS: CMI Investment 
Corp. of Madison, Wis., the 
mortgage insurer, gets a new 
president. Ralph E. Lautman, 
49, a CMI director since 1971, 


takes over the title from Bruce 
Thomas, who continues as 
chairman and chief executive. 
Lautman, a Long Beach, Calif. fi- 
nancial consultant, is a former 
executive vice president of the 
Union Bank of Los Angeles and 
has served as president and 
director of Western Mortgage 
Corp. of Los Angeles. 

Across the continent, James 
S. Dailey takes over as vice pres- 
ident in charge of Aetna Life & 
Casualty's real estate invest- 
ment department in Hartford, 
Conn. He replaces H. E. Ross 
who retires after 41 years with 
Aetna. Dailey is a former execu- 
tive vice president of the First 
National Bank of Chicago and 
an ex-president of First Chicago 
Realty Services Corp. 


ASSOCIATIONS: The National 
Association of Women in Con- 
struction installs Pat Pridmore 
of Houston as president at its 
convention in Philadelphia. 
Mrs. Pridmore is executive sec- 
retary to Carl W. Wilson Jr., vice 
president and general manager 
of Wilson Engineering & Manu- 
facturing, a Wilson Industries 
division. She succeeds Mary 
Ann Nall of Atlanta in the asso- 
ciation post. 

In Washington, Sidney Freid- 
berg, 62, steps aside as executive 
vice president and general coun- 
sel of the National Corporation 
for Housing Partnerships. He 
says he will return to private law 
practice. 
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Three New Embossed Half-Glass Designs 
with Royal Beauty...Inside and Out! 
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Royal Series Design DE-55 Royal Series Design DE-90 


Royal Series Design DE-122 
Inside... the Exclusive Honeycomb and Foam Outside... the ‘Traditional’ Look with 
Core for Super Strength and Superior Insulation. oharply Designed Deep Drawn Steel Panels. 
The “Royal” beauty is more than skin deep. Perma-Door’s exclusive Royal A 
glasslite design features factory installed tempered insulated glass which 224 
Carries a 5-year guarantee. The attractive recessed aluminum trim, with a g 
unique thermal break, neatly matches the deep drawn panel design. The ZY | 
grille is firmly attached to the inside, and is easily removed for cleaning. hoo A 
UNIQUE X A ВРЕ 
THE TOTAL ENTRANCE SYSTEM GLASSLITE ~ 1 
; DESIGN* 
PERM A- DOOR 1 Factory installed insulated tempered 
by Steelcraft : An American Standard Company si chs ai шин 


9017 Blue Ash Road Cincinnati, Ohio 45242 
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EWS/FINANCE 


Shapell leads homebuilding companies stocks in sharp rally 


Builders’ stocks have advanced 
sharply on news that housing 
starts rose in August to their 
highest rate in six months. 
Shapell Industries, building in 
the red-hot southern California 
market, led the way. Chairman 
Nathan Shapell, who referred to 
himself as the big builders’ "Mr. 
Survival” in a recent interview, 
saw his shares leap 3% to 1678 
in the month ended October 4. 
House & Home's index of five 
leading builders jumped to 174 
from 159, but all four other sec- 
tions of the housing industry 
lost ground. The H&H index of 
25 industry stocks edged to 
177.74 from 177.98. 
Share values of January 1965 
equate with 100 on the index. 
Here's the graph of 25 stocks. 
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Here's how the five compa- 
nies in each division performed. 
Oct.'75 Sept.'76 Oct.76 


Builders 117 159 174 
Land developers 88 75 70 
Mortgage cos. 189 228 226 
Mobile homes 390 505 485 
S&Ls 92 147 146 
00.4 Сд, 
Bid/ Prev 
BUILDING COMPANIES 
AVCO Comm.Devel—d PC ?/є LI 
American Cont. Homes .OT % Ya 
American Urban Corp. ..OT w Hn 
Bramalea Con. (Can) ...TR 578 + 95 
Campanelli Ind. OT m + Me 
(New American Ind.) 
Capital Divers (Can)—d OT — '4 
Centex Corp. ............М№МҮ 104 + № 


Cenvill Communities—d AM 77 
Cheezem Dev. Corp. OT ^ 


Christiana Cos AM 2% + % 
Cons. Bldg. (Сал)-4 ...TR 265 + 10 
Dev. Corp. Amer. AM 5% + 1% 
Edwards Indus. OT 4 +% 
FPA Cop—d AM 34 - № 
Carl Freeman Assoc oT 2 + Ve 
General Builders—d AM 1% 
Homewood Corp OT 54 + м 
Hunt oy сор OT mw -9 
Key Со, АМ 1% 
Leisure Technology—d ..AM 2% 
Lennar Corp. NY 54 + ж 
McCarthy Co—d PC 1% 
McKeon Const—d AM 3 +1 
H. Miller & Sons AM 13% +2 
Mitchell Energy & Dev. ...AM 37 +10% 
Oriole Homes Corp.-d АМ 6% +3 
Presidential Realty AM 27 +h 
Presley Cos АМ 9% Ya 
Pulte Home Corp. AM 6% + 1% 
Rossmoor Cor 5% +1% 
Ryland Grou OT 144 «+ 1% 
Standard Pacific АМ 8% - * 
Universal House 

& Dev.—d РС 312 032 
Washington Homes OT 24 -ú 
Del E. Webb NY 6% 
Westchester Cop—d...0T % + № 
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BUILDER SHAPELL 


Taking stock in a strong market 
` ! 


04.4 — Chng 

Bid/ Prev 
Company close Month 
SAVINGS & LOAN ASSNS. 
American Fin. Corp. OT 9% % 
Calif. Fin. NY 8% + 1% 
Far West Fin—d ........NY 8% +% 
Fin. Corp. Santa Barb. ....АМ g 
First Lincoln Fin. OT 3% 4 
First S&L Shares AM 6% -4 
First Surety OT 6% ih 
First West Fin. OT 2 + 4 
Gibraltar Fin. NY 10% +% 
Golden West Fin. NY 19 +% 
Great West Fin. ..........МҮ 20 = Me 
Hawthorne Fin. OT 11% + € 
`«Ітрепај Corp. ...........МҮ 15 - ^ 
Transohio Fin. NY 10 +h 

(Union Fin.)—d 

United Fin. Cal. NY 11% +1 
Wesco Fin. NY 14% Ya 
MORTGAGING 
Chanter СО. ..............МҮ 30 - + 


CMI ART: NY 14 1 
Cont. c NY 1% 


Fin. Resources Gp. OT % 
(Globe Mortgage) 


Palomar Fin.—d АМ 17 y 
United Guaranty Corp. ...NY 10% 
(formerly FMIC Corp) 
Western Рас. Fin. Corp...OT 3% 
(formerly So. Cal. 
Mort. & Loan Corp.) 


REAL ESTATE INV. TRUSTS 


Alison Mtg.—d N 2 

American Century AM 1% 

API Trust OT 3% +u 

(formerly Arlen Prop. Inv.) 

Atico Mtg. NY 1% 

Baird & Warmer OT 6% 

Bank America RIty. OT 5% м 
Barnes Mig. Inv. OT 1X ч 
Beneficial Standards Mtg. AM — 172 ч 
BT Mort. Investors NY 17 № 
Cameron Brown NY 1% - ^ 
Capitol Mortgage SBI ....МҮ 1 ч 
Chase Manhattan NY 2% 0 


CI Mortgage Group NY "6 My 
Citizens & So. Alty. NY 1% 
Cleve. Trust Rity. inv OT 2% 


Colwell Mtg. Trust АМ 1% - м 
Conn, General NY 17% + % 
Cousins Mtg. 8 Ед. Inv. .NY 12 LL] 
Diversified Mtg. Inv. NY 1 v 
Equitable Life NY 22% 5 
Fidelco Growth Inv. AM 2 LI 
First Memphis Realty OT 1% 1 
First of Pennsylvania NY 1% 2 
Franklin Realty АМ 384 +» 
Fraser Mtg OT 8% +1 
Gould Investors—d AM 2% a 
Great Amer. Mgmt. Inv. .NY — Ya - ^ 

(formerly Great Amer. 

Mtg. іп) 
Guardian Mtg. АМ 1% + % 
Gulf Mig. & Realty АМ 1 à 
Hamilton Inv. OT ^7 LI 
Heitman Mtg. Investors .AM 1% 
Hubbard R. E. Inv. NY 14% - % 
ICM Realty AM 4% + № 
Mass. Mutual Mtg. & Rity. NY 11% - № 
Mission Inv. Trust AM 1% 

(formerly Palomar) 
Mony Mtg. Inv. NY 11 +1% 


Mortgage Trust of Amer, NY 3% – 

National Mortgage Fund OT — '4 

Nationwide ALE. Inv. OT 394 + 
(Galbreath Mtg. Inv.) 


Oct.4  Chng 
Bid Prev 

Company dose Month 
North Amer. Mtg. Inv. NY 3% kJ 
Northwest Mutual Life 

Мо. & Rity. NY 12% à 
PNB Mtg. Rity. Inv NY 75 . 
Penn. RE. Inv. Tr—d АМ. 11% +% 
Property Capital—d AM 10% 1% 
Realty Income Tr.—d АМ 10% 2 
Republic Mtg. Inv NY 1 ч 
B. F. Saul REIT NY 3% va 
Security Mig. Inv AM 1% м 
Stadium Realty Tr—d....0T 3 Ye 
State Mutual SB! NY 2 "s 
Sutro Mtg. NY 6% » 
UMET Trust NY ч 
United Realty Tr AM 6% +% 

(Larwin Realty & 

Mortgage Trust) 
US. Realty Inv NY 1% 
Wachovia Realty Inc NY 3% в 
Wells Fargo Morigage ..МҮ 7% + * 
LAND DEVELOPERS 


AT жааан 
Crawford Corp. 
ЕЕ = a 


Fairfield Communities ....0 


Landmark Land Co. 

(би! State Land) 
Land Resources 
Major Re 


Sea Pines Co 


MOBILE HOMES & MODULES 
Оитэчс шор cm 
Conchemco—d 

De Rose Industries 


Mobile Home Ind. 
Monarch Inc. xu 


Rex Noreco—d 


Town and Country + 


Zimmer Homes A 17 
Brigadier Inc. OT 1! 2 
Hodgson Houses—d oT 5 ч 
Liberty Homes or 2 "s 
Lindal Cedar Homes OT 1% ч 
Nationwide Homes AM 12% + 1% 
Shelter Resources AM 2% 
Swift Industries OT ч -94 
DIVERSIFIED COMPANIES 
American Cyanamid NY 27% +” 
Amer. Standard NY 28% + 17 
Amterre Development OT 1 +% 
Arlen Realty & Develop. NY 2% - % 
AVCO Corp NY 14% + 1% 
Bendix Corp. NY 44 + 28 
Boise Cascade NY 27 +1 
Building & Land Тесл-4 ОТ Ч 
CNA Financial (Larwin) .NY 6% Ye 
Campeau Corp. TR 405 25 
Castle & Cooke NY 16 i% 
(Oceanic Prop.) 
Champion Int. Corp. NY 23% - 4 
(U.S. Plywood-Champion) 
City Investing NY 10% ^ 
(Sterling Forest) 
Cousins Properties OT 1^ ч 
ERC Corp. OT 25% ч 
(Midwestern Fin.) 
Evans Products NY 11 - 5 
Ferro Corp NY X^ +1 
First Gen. Resources... ОТ Ч -08Ш 
Forest City Ent. AM 5: + 9 
Flagg Industries—d АМ 1% -* 
Frank Paxton Corp. Or 12 = 8 


(Builders Assistance Corp.) 


Oct 4  Chng 
Bic/ Prev, 

Compay close Month 
рокда o RTT Ves itg rcc 
Fuqua Corp. NY 9? + 1 
Georgia Pacific NY 34 +1 
Glassrock Products АМ 3, «Ч 
Great Southwest 

Corp.—d—c OT 54  - 6% 
Gulf Oil (Gulf Reston) NY 267% Va 
Gulfstream Land & Dev, AM 4% + № 

(Bel-Aire Homes)—d 
INA Corp. (M.J. Brock) ...NY 43% -h 
Inland Stee! (Scholz) NY 49% - 1% 
International Basic Econ. OT 17% + % 
international Paper NY 67 - 3% 
Inter. Tel. & Tel NY 31% 
Ludlow Corp. NY 7^ м 
Monogram Industries NY 144 +% 
Monumental Corp. OT 9% - 3 

(Jos. Meyerhoff Org.) 
Mountain States Fin. 

Corp. oT 3 
National Homes NY 4% + kh 
National Kinney AM 19 

(Uris Bldg.) 
Pacific Lumber NY 30% +% 
Perini Corp. АМ 7% +1% 
Philip Morris NY 61% + 3% 

{Mission Viejo Co.) 
Pope & Talbot NY 17 + * 
Republic Housing 

Сор. АМ 1% +u 
Rouse Co. OT 4% L 
Santa Anita Consol OT 8 + 1% 

(Robert H. Grant Corp.) 
Tenneco Inc. NY 34 том 

(Теппесо Явайу) 
Thor Corp.—d NY % + % 

(First Realty Inv. Corp.) 
Time Inc.—b NY 33 +1 

(Temple Industries) 
Tishman Realty OT 15% +% 
Titan Group Inc. T 200 + 40 
UGI Corp. NY 16% + № 
Westinghouse NY 18% + 1% 

(Coral Ridge Prop.) 
Weyerhaeuser NY 43% + % 

(Weyer Real Est. Co.) 
Whittaker (Vector Corp) NY 6% +1 
Wickes Corp. NY 12 +1 
Wylain Inc. NY 9 -Я" 

(Weil McLain) 
SUPPLIERS 
Armstrong Cork NY 265 
Automated 800. Com. АМ 4 +. n 
Bird & Son or 30 -2 
Black & Decker NY 20% - 1% 
Carrier Corp. NY 16% +1 
Certain-teed NY 174 " 
Crane NY 27% 
Dexter NY 22% + 14 
Dover Corp.—b NY 37 + 54 
Emerson Electric NY 37% +1 
Emhart Corp. NY 33% » 
Fedders NY 5% - № 
Flintkote NY 195 +h 
GAF Corp. NY 14 - № 
General Electric NY 52 - 1^ 
Goodrich NY 27 1% 
Hercules NY 28 - 2% 
Hobart Manufacturing ...NY 22% = $ 
Int. Harvester NY 29% 2 
Johns-Manville NY 29% +" 
Kaiser Aluminum NY 36% TA 
Keene Corp. NY Вв +h 
Leigh Products—d AM 11% th 
Masco Corp. NY 24 + 14 
Masonite NY 33% 2 
Maytag NY 33% Ys 
National Gypsum NY 15% + 
Norris Industries NY 39% + 1% 
Overhead Door NY 9% + 1% 
Owens Coming Fibrg. ..NY 564 + 414 
Potlatch Corp NY 59% + 34 
PPG Industries NY 46%  - 4 
Reynolds Metals NY 394 - 1% 
Rohm & Haas NY 50% + 4% 
Ronson NY 4 Ya 
Roper Corp. NY 19 + 1% 
St. Regis Paper NY 38% t% 
Scovill Mfg. NY 17% + М 
Sherwin Williams NY 37% - 1% 
Skil Corp. NY 10% +h 
Slater Electric OT 6 ~ 
Stanley Works NY 30% 1% 
Tappan NY 89 +% 
Thomas Industries NY 10 +% 
Triangle Pacific NY 11% di 
US. Gypsum NY 22% + 
US. Steel NY 4834 1 
Wallace Murray NY 17% + Ve 
Jim Walter NY 33% + 14 


Whirlpool Corp. NY 23% 1% 


AM—closing price American Stock Exchange, NY— 
New York Stock Exchange. OT—over-the-counter 
bid price. PC—Pacific Exchange. PH—Philadelphia 
Stock Exchange, TR—Toronto Stock Exchange. a— 
stock newly added to table. b—adjusted for 2 for 1 
stock split. c—adjusted for 1 for 20 reverse split, 
d—not traded on date quoted, «—Computed in 
HOUSE & HOME's 25-stock value index. Source: 
Standard & Poor's, New York City. 


Before starting the 64 townhouse units in 


the Salem Park, Mechanicsburg, Pa. proj- 


ect, EME Development Corporation did an 
extensive comparison study of 8-inch con- 
crete block vs. the new USG® Area Sepa- 
ration Walls for firewalls. 

Both systems met the 2-hour fire-rating 
code. Both seemed to cost about the same. 
But a closer look showed big benefits that 
made the U.S.G. system the logical choice. 
Faster erection in any weather in which 
men will work. One-trade installation vs. 
three for block. No wall bracing needed 
because the U.S.G. system went up along 
with the wood frame. And quicker con- 


This is the improved Cavity 
Type Separation Wall featur- 
ing new, lighter steel C-H 
Studs. The system is also 


available in Solid Type Wall. 


Builder 
drops block, 
picks up 
5150 per unit 
with new 
gypsum firewalls. 


struction meant quicker sales and less 
construction loan interest. Based on EME's 
own cost analysis, the U.S.G. system, 
which had a 2-hour fire rating, 53 STC 
sound control rating and 47” thickness, 
cost $150 less per unit than a comparable 
block assembly of 11" thickness! 

Make your own cost comparison. For 
full details, send for our new CS-18 bro- 
chure which outlines design and construc- 
tion features for wood-frame apartments, 
townhouses and condominiums up to three 
stories. The address is 101 S. Wacker 
Drive, Chicago, Ill. 60606, Dept. HH-116. 


UNITED STATES GYPSUM 


BUILDING AMERICA 
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ын Ilent ways to 


Two-excellen 


using a leading insulated glass, 
double hung, vinyl clad- 


WOOD WINDOW 


costing 


(per 15 window units—based on 3042 size, 6/6) 


If you are concerned about energy savings for 
your new homes—and money and maintenance 
are no object, then certainly purchase one of the 
fine wood-vinyl clad windows available. It will do 
an outstanding job . . . and will definitely save on 
fuel costs. 


If, however you are concerned about saving dol- 
lars, eliminating maintenance and still want an 


using the "best" aluminum, 4-track, 
thermal-break, single hung window- 


CAPITOL'S E-500 


costing 


per 15 window units—based on 3040 size, 6/6) 


excellent energy-saving window, then your first 
choice must be the Capitol E-500'window. 


Unlike many manufacturers. Capitol feels obli- 
gated to prove statements regarding our window 
qualities and costs—thus, we offer the indepen- 
dent laboratory test results shown below. If more 
detailed results and further proof are required 
... please contact, Mr. Wallace Fremont, V.P. 
Sales . . . call collect (717) 766-7661. 


COMPARISON TEST RESULTS AS RUN BY A LEADING INDEPENDENT LABORATORY 
(both windows amply exceed industry standards) 


WINDOW TYPE PRICE' TOTAL AIR INFILTRATION? 


Capitol Products 
E-500 Series 
Single Hung 

A Leading Insulated 

Glass, Wood/Vinyl 

Clad, Double Hung 


1 Prices are those quoted in the Harrisburg, Pa. area (effective to July 1, 1976). Prices obtained in other areas (such as New York and 


Chicago) showed an even greater price advantage to buying the Capitol E-500 


TOTAL “U” VALUE? 
CAPITOL PRODUCTS CORPORATION 
Mechanicsburg, Penna 


Шинэ Ethyl 


Capitol invites your inquiry for 
more comprehensive details 


2 Total air infiltration is the leakage in cubic feet per minute thru the window, when a 15 mph wind is applied to the outside. Capitol's 


single hung has the advantage over double hung design because there is less operating sash for leakage to occur. 


3 Total 07 value determines Energy Usage. The lower the 1” value the greater the energy savings Conductive heat loss/gain plus the 
heat loss/gain due to air infiltration (15 mph wind) establish the total “Ч/” value. Similar energy savings apply to both heating and air 


conditioning 


Additionally . . . Capitol's highly rated thermal barrier virtually eliminates frame and inside glass condensation. 
* Capitol's E-600 horizontal rolling window affords similar energy saving qualities 
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See us at the 


NSDJA SHOW 
November 7 — 10 
New Orleans 


Booth 88 & 89 


BUILDERS SHOW 
November 17 — 19 
Chicago 
Booth 300 
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At Raynor We give it to you straight 
-and that’s the way it stays! 


а LEN Most overhead type It's this extra concern for quality that's 
aal M doors look great made Raynor a brand you can depend on 
= —— N when they're first for residential, commercial and industrial 
Ie AT installed. But given doors made of wood, aluminum, fiberglass 
| | JH some time and or steel. 

plenty ofi ups and onc they begin to sag Call us for more specifics. 

in the middle 815/288-1431. 


Raynor doors won't sag... and for a [ GEHE 3 Or write Raynor Manufacturing 

very good reason: U-Bar reinforce- El; 24 Company, Dept. HH, Dixon, IL 61021 
ment. We engineer and fabricate this ЕЭ ЭГ” for the name of the Raynor factory- 
special reinforcement in our own E= | | trained distributor/installer 


plant for all extra-wide doors. EFE: ШОГ near you. 


RAYNOR.. 
Raynor Manufacturing Company, Dixon, Illinois 61021 
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SO YOU SAY 
Re ee 


A simple change of federal law would 
achieve these results? 

1. Produce a 5096 interest rate on residen- 
tial mortgages. 

2. Guarantee adequate money for hous- 
ing. 

3. Eliminate disintermediation. 

4. Eliminate any need for variable-rate 
mortgages. 

5. Solve the problem of allocating bank 
and savings and loan funds for housing. 

6. Lower the rate of interest for subsi- 

dized housing and subsidized interest pro- 
grams (e.g., a rate of 5% or lower]. 
- 7. Reduce government involvement in 
housing by providing lower-cost housing 
through the private sector without direct 
government subsidies, and thereby reduce 
government employment and regulation in 
government housing programs. 

8. Stabilize the housing industry by 
avoiding contractions of money supply and 
increased rates when the Federal Reserve 
Board is trying to cool the economy. 

9. Reduce the monthly payment on a $40,- 
000 mortgage by $100 a month. 

Solution. To understand the solution, one 
must understand the cost of money, or inter- 
est, paid on mortgages. The first component 
is the cost of the deposit in the instance of 
a bank or savings and loan, and it is paid for 
use of the depositor's money. The second 
component is the mark-up,, which includes 
all expenses and profit for the lending 
agency. The second component remains rel- 
atively constant at 144% for savings and 
loans. 

The mark-up is the component that can 
be altered the least. Therefore, the answer 
resides in reducing the price paid to the de- 
positor for the use of his money. The deposi- 
tor has as his ultimate objective disposable 
income, which to him is defined as after-tax 
income. 

By giving tax-free treatment to interest 
earned by depositors on deposits used for 
residential mortgage purposes (the same 
tax-free treatment given municipal bond in- 
terest), the total problem is solved. 

That 5% rate. A bank or savings and loan 
deposit insured by the federal government 
is better than almost any municipal bond or 
note. Recently the interest paid on munici- 
pal-bond issues has been affected adversely 
by the credit problems of local governments 
involved. 

One close equivalent to a deposit of the 
type we are discussing is a housing authority 
construction note, guaranteed by the federal 
government. Such notes were marketed in 
June of 1976 for 3.45%. Take these notes as 
a benchmark. For the cost of depositors’ 
money, add 12% mark-up. You have a resi- 
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Revive housing with a 
Forgive tax on savings 


bang: 


dential mortgage rate of 5%! 

An end to disintermediation. This pro- 
posal would eliminate disintermediation of 
the funds that would otherwise be used for 
housing. 

Disintermediation occurs with deposits 
in savings and loans and in banks, when the 
interest limits which they are permitted to 
pay (by law) is exceeded by the rate offered 
by government issues or by the commercial 
market. The money for housing then dimin- 
ishes and the cost (interest) increases. 

This proposal, by giving an after-tax ad- 
vantage where the deposits are used for resi- 
dential mortgage purposes, establishes a 
constant spread in favor of such deposits so 
that disintermediation cannot occur. 


Interest Paid on Equal to 
Residential Taxpayer Before-Tax 
Deposit Rate Rate 
6% 50% 12 % 
6% 25% 7.1% 
7% 50% 14 9 
7% 25% 9.3% 
8% 50% 16 % 
8% 25% 10.6% 


Defects of variable mortgages. The only 
reason for the promotion of variable-rate 
mortgages is to provide a tool to enable 
mortgages to compete with the demand for 
funds for other purposes at a time of inade- 
quate money supply for both. 

Variable-rate mortgages are important 
only if there is a need to compete for the 
money supply, particularly in periods of dis- 
intermediation and when no other tool is 
available. The only function of variable 
mortgages is to increase the price paid for 
money to depositors (so as to increase their 
after-tax yield) and authorize an increase in 
the price to be paid for the cost of money for 
mortgage purposes. 

Social cost of high interest. It is rudimen- 
tary that this price increase defeats the ob- 
jective of meeting the need for housing. As 
the cost of money increases, and, therefore, 
the cost of housing increases, the number of 
persons qualifying for mortgages decreases 
and the availability of housing decreases. 
Also, those who do buy get less for their 
money. There is a concurrent decrease in 
direct employment in the housing industry 
and a related decrease in employment 
within industries supplying the industry. 
There is also a decrease in tax revenues from 
all these sources. For all sectors of the soci- 
ety variable mortgages are self-defeating: 

€ For consumers with a need for housing. 
Fewer can qualify, and those who do get less 
house at higher cost. 

€ For builders, who lose business because 
fewer houses will be built. 


deposit income 


€ For labor, because the unemployment 
rolls rise. Jobs are lost in construction and 
in the plants that manufacture furnishings 
and materials for housing. 

€ And for lenders, who do less business 
and reap less profit. 

Government savings. This proposal 
would eliminate the need for several govern- 
ment subsidy programs. Several programs 
attempt to subsidize interest rates in the 
range of 62% to 72%. This proposal would 
have produced an interest rate of 5% in July 
1976. 

The direct savings to the government 
would come first in the amount saved by 
eliminating the direct subsidies and, sec- 
ondly, in the amount saved on financing 
these subsidies. And money would be saved 
by eliminating the administrative costs of 
the programs. 

The most important impact of this pro- 
posal would be to reduce substantially 
direct Federal government involvement in 
housing. Since 1968 the Federal government 
involvement in housing has accelerated and 
the housing market has been federalized. 
(See Business Week, October 12, 1974, 
"What's Wrong with the Mortgage Mar- 
ket?" This proposed solution is the type of 
new solution described in that article as 
being needed.) 

Tax return. Government has acted in the 
past in certain areas of housing by direct 
subsidies. In other areas, such as govern- 
ment-owned public housing, it has exer- 
cised direct ownership. Both methods have 
involved the collection and disbursement of, 
taxes, with the inherent administrative’ 
costs and inefficiency. Considering the cost 
of collection, administration and govern- 
ment-supported housing, probably less than 
50% of the tax dollar collected for housing 
is put to housing’s use. 

By using the proposed tax incentive, there 
is automatic allocation of funds and re- 
sources to housing in a more efficient and 
effective manner, while the actual cost of 
housing of all types would be substantially 
reduced. All the tax dollars involved would 
be directly effective in making more hous- 
ing available at a lower cost, there would be 
no inefficiency in collection, disbursement, 
allocation of funds, or administrative over- 
head. There would actually be a direct re- 
duction in the cost of government by virtue 
of reduced direct government employment 
and reduced debt service attributable to gov- 
ernment borrowing. 


Smith, a Pittsburgh builder and developer, 
presented his plan to NAHB's economics 
committee at the fall board meeting in Salt 
Lake. 


Front load 


70" high. So you don 


g means they're stackable 


t need a whole laundry room to do the laundry. 


Put them in the kitchen, or laundry, 
side-by-side under a counter. In the bathroom, under a vanity. 


Just give us a little space 
and we'll help you sell your homes. 


The Economical Space Mates from White-Westinghouse. 


The solidly built Space Mates front-loading 
washer and dryer fit into places no other full sized 
washer and dryer can. Each unit is just 27” wide 
by 27” deep and 35” high. 

And, you'll save more than space. Because of 
the exclusive tumble action washing system, the 
White-Westinghouse front-load washer uses 36% 
less water than conventional top-load machines. 
For example, in a typical 72 unit complex the 
White-Westinghouse Space Mates can save over 
500,000 gallons of water every year (based on 8 
oads per unit per week). With the prices of water 
going up like everything else that's a big saving, 


not to mention the energy it takes to heat the water. 


And because the Space Mates are backed by 
Sure Service anywhere they're installed in the 
U.S.A., your job will be over once they're in 
your home. 
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Stack up the reasons and you'll choose the 
Space Mates from White-Westinghouse. And so 
will your customers. 

Mail the coupon below for the full story. 
SS GENE De ee DIME eS ee um 
White-Westinghouse H 
P.O. Box 44168 

| Columbus, Ohio 43204 


Name _ = 5——" — 


i Address. — — 


Мин — es хэнээр 


State_ = — —Zp mx 
xL ALII A111 1 Е 


White-Westinghouse 


One of the White Consolidated Industries. Wel 


| 
І 
І 
j 
І 
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Creative, yet restrained, use of mirrors in a 
model-home merchandising program can be 
one of your most effective sales tools. 

Mirrors, as shown in photo A, can visually 
expand a small room. They also can help, 
create eye-catching talking points|see photo 
B) or emphasize the mood you're trying to 
create; for example, in photo C the tradi- 
tional decor is reinforced by the arched-mir- 
ror-and-shelf built-in. (The photos are from 
three decorated model houses at The 
Springs, a luxury condominium in Palm 
Desert, Calif.) 

On the other hand, excessive mirroring— 
used to deliberately make a house seem 
much larger than it is—may give prospects 
a feeling that you're trying to cheat them; 
and they'll walk away from your models. 

For that reason, except in rare instances 
I am opposed to using fully mirrored walls 
in model homes. A possible exception: a 
bathroom wall, where you could use full 
mirroring as a memory jogger—something 
to set your model apart from all the others 
prospects see during a long day of house- 
hunting. 

Here are a few more creative ways you can 
integrate mirrors into your model-home de- 
sign without going overboard. 

As a decorating tool, mirroring really 
shines in bedrooms. But restraint is the 
watchword: installing a mirrored ceiling 
over the bed is in bad taste 

Instead, you can blend mirrors and wood 
to form novel treatments around head- 
boards. Specifically, mirrors that are framed 
with arches can be placed behind night 
stands on either side of a bed. Or, if there's 
a window on one side of the bed, simulate 
asecond window on the other side by using 
a 3'x5' sheet of mirror covered with shut- 
ters. A shuttered mirror creates the illusion 
of depth. 

A windowless galley kitchen is another 
good place to put mirroring to work. You can 
add a feeling of depth by closing off one end 
of the kitchen with a floor-to-ceiling built- 
in constructed with staggered, extended 
shelves interspersed with 2"-wide sheets of 
mirror. Wood and glass used this way is far 
more effective esthetically than mirror 
alone. It's also a practical way to show pros- 
pects how to add storage space for spices and 
kitchen accessories. 

Two other ways to catch prospects' eyes 
with mirrors: Use them as accent panels in- 
serted at random behind shelves in built-in 
bookcases, or between wood panels on liv- 
ing-room or entry-hall walls. They'll add 
depth to a room without artificially inflat- 
ing its size, and you'll also have created a 
conversation starter. 


THE MERCHANDISING ova v 
RS RS затнато A SE ENEEGRTUNUME ENCCOUENN  — — | 


Some reflections on using mirrors 
to dress up your model homes 


However you decide to use mirroring, 
here are a couple of technical points to keep 
in mind. 

e Small mirror squares butted together 
on a wall have a temporary, do-it-yourself 
look. And while I usually favor decorating 
ideas a prospect can duplicate himself, I 
don’t think mirroring should look like an 
afterthought. 

e Mirroring comes in hę” and 1⁄4” thick- 


nesses. Whenever possible, use the thicker 
size: It’s less easily broken and only costs 
about 10% more. 

@ Mirroring should be installed by a pro- 
fessional who will make sure it fits cor- 
rectly, stays up permanently and matches 
the room decor. Your decorator or mirror 
dealer will be able to recommend an in- 
staller. 

Summing up, to be truly effective mirrors 
should not reach out and grab a prospect’s 
attention. The more passive mirroring is as 
an integral interior design element, the 
more persuasive it becomes in subcon- 
sciously selling your product. 


Ms. Eichen is president of Carole Eichen In- 
teriors, Fullerton, Calif. 
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to help you recover lost ground in 1977: 


all-new marketing intelligence on 


the nation’s most active builders 


in the workbook that gives you ready contact with 3,000 
key executives at over 1,000 locations in all 50 states 


\ 


THE 


» 
ur 


| 
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To recover lost ground in 1977, you need all the help you can get. The Blue Book of 
Major Homebuilders gives you all the help you need with all-new marketing 
intelligence on your best possible prospects, customers and clients 
The Blue Book tells you who they are, what they're building, where they're 
building, how they're building—and all you need to know to serve them best 
The new Major Builder Index pinpoints any major builders you're looking for 
The new State Selector guides you straight to any state for major builders you 
Should be looking for. And page-by-page Market Tabs locate major builders you 
want to know in any City or Metro area 
But names alone are not enough. The Blue Book gives you telephone numbers 
and addresses of key executives both at headquarters and branch offices 
Still not enough when you need to know what these important prospects are 
thinking and doing. That's why The Blue Book also fills you in on their construction 
methods areas of operation type of organization single- and multi-family 
production in the last four years, plus plans for 1977 sales prices and rental 
: ranges participation in government housing programs other business 
Dm алан activities and sources of income. Even more: their land requirements, money 
Size 8 x11 requirements and sources of financing 
Tax-Deductible With The Blue Book in your hands, you're now ready to talk business with the 
nation's most active builders. Contact! Call up, call on or write to these heavy users 
50 good ways to of building products, materials, services and equipment for a deal that helps both 
use the Blue Book you and them to make up for lost ground in the past two years 
Building Product Suppliers The Blue Book of Major Homebuilders is not a book to read. It's a workbook to 
use for profit. It's a nationwide research report organized and packaged to provide 
ready contact with some 3,000 key executives at 1,000 building locations in all 50 
ed States. It's the problem-solver you need to save wasted time and effort—no less 
ийн aggravation—of trying to contact builders turned over and out by the disastrous 
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Develop sales leads on key accounts 
Pre-quality prospective custc 
Estimate quantities of produ 
Cross-check sales: 1 

Increase the number 


Target productive upheaval of the past two years 

sire aod ails oa s MR Your best bet is the National Edition offering a complete collection of all the 

Introduce new products and materials major homebuilders possible to locate during many months of extensive, expensive 
Цеа В research packaged for easy use. But if your interests focus on one ог two regions, 

Prepare direct mailings The Blue Book offers four regional editions to accommodate your need to know 

Survey produc who's who and what's what 

Keep marketing managers informed 

Architects & Engineers 1) NORTHEAST EDITION covering 12 states and D.C. Me., N.H., RI., Vt., 


Conn., Mass., N.J., N.Y., Pa., Del., Md., Va. and District of Columbia 

2) SOUTH EDITION covering 12 states. Texas, Okla., Ark., La., Ky., Tenn., 

tive client Miss., N.C., S.C., Ga., Ala. and Florida 

ai ai 3) MIDWEST EDITION covering 13 states. Ohio, W.Va. Mich., Ind., Wisc., II., 
Minn., Ilowa, Mo., N.D., S.D., Neb. and Kansas 

4) WEST EDITION covering 13 states. Alaska, Hawaii, Cal., Wash., Oreg., 
Idaho, Nev., Utah, Ariz., Mont., Wyo., Colo. and New Mexico 
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WHAT’S SELLING 


IN CHERRY HILL, N.J. 
‘Youngsters’ 
snap up 
empty-nester 
townhouses 


The townhouses are at Ux- 
bridge, a condominium planned 
for the move-down market. 

Surprisingly, however, 
roughly half of 84 buyers to date 
are move-ups—more specifi- 
cally, 20-to-40-year-old execu- 
tives, professionals and creative 
people who find the project's 
contemporary design a welcome 
change from the Early American 
architecture that dominates the 
south Jersey-Philadelphia area. 

“Our new look is more in 
keeping with the sophisticated 
lifestyle of these young fami- 
lies," says developer Arthur 
Stein. 

The project's top seller—a 
particular favorite with 20-to- 
30-year-old singles and childless 
couples—is the  ranch/loft 
model (plan and photos right). 

“We expected it would be the 
first choice of empty nesters 
who'd want the extra space for 
visiting relatives," says June 
Baldwin, vice president market- 
ing and sales for Stein-Ridge- 
way. “Instead, empty nesters 
seem to prefer the one-bedroom- 
and-den plan." 

Uxbridge’s first phase, which 
opened in the late spring of 
1975, also included a two-story, 
three-bedroom model (пої 
shown) that was popular with 
the few larger families who have 
moved to the project. 

No three-bedroom plans are 
available in the current (second) 
section; but an alternate three- 
bedroom version of the 
ranch/loft, with the loft con- 
verted to a master suite, has 
been designed for the third 
phase, Ms. Baldwin says. 
“We've had a lot of interest in 
that kind of plan from empty 
nesters who have a lot of furni- 
ture." 

Was low price a factor in the 
decision of either young fami- 
lies or empty nesters to move to 
Uxbridge? No, says Ms. Bald- 
win: 

For one thing, most buyers' 
family incomes are up in the 
$25,000 to $35,000 range; for an- 
other, the prices—$42,000 to 
$53,000—are above average for 


condo townhouses in the area. 
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Contemporary townhouses incorporate some of today’s most popular design features— 
skylights and clerestory and tall, narrow windows. The 25-acre project, being developed under a three-year build-out 
program, will consist of 201 units when completed in 1978. Recreational facilities include a swimming pool, two 
lighted tennis courts and a clubhouse with a lounge, а kitchen, a bar and crafts and card rooms. Consulting architects: 
Kanalstein, Duca & Thron 


for example, roof terraces, 


| BR 7 
| 1 3 
| рЕСК Top-selling ranch/loft model features a spiral 
E: | | staircase and multipurpose loft. In the project's 
: | 1 = third section, this plan also will be available 
Ї Ё with the loft converted to a master suite and ап 
Puer EE = 2 easier-to-climb straight staircase, more suitable 
for the empty-nester market. 


LOWER LEVEL 92 OFT 


Empty-nester favorite to date has 
been this one-bedroom-and-den 
plan. They like the vaulted ceil- 
ing and comered fireplace. Inte- 


rior designer: Dreyfuss-Childs. 
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We had the guts 
to make the 


We gave new Aquarian II a better spout ring. 
A finely-honed bearing surface. A precision- 
Bl machined manifold. Along with the finest disc 


cartridge on the market. 

Hundreds of Aquarian II fittings were field- 
tested nationally. The installing contractors 
endorsed the product thoroughly. Aquarian II 
set a new standard of excellence for the industry. 
Excellence your customers will see every day. 


Call your American- 
Standard distributor and AMERICAN 
judge for yourself. Whe it 
re quality 
is a beautiful thing. 


Efficient water control. 


Watersaving. Polished -hard сегаті 
ыг "3.5 GPM. Sealed-in discs sealed inside the — 
ceramic disc cartridge long-life cartridge. 


for years of 
trouble-free service. 


Positive water shut-off. 
Washerless. 


Closer tolerance. (~~ Ceramic discs are 
Positive seal. unaffected by sand, 
Precision-machined silt, grease. 
manifold ss 
of solid brass - 
stock plus self- — 
lubricating, extra /f* , 
rugged spout O-rings. 8 83 e 
N 
AS 


All product names are 
trademarks of American Standard Inc. 
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It’s common knowledge that for most apartment 
investors, the bottom line has been deteriorating steadily. 
And the chief reason is that apartment operating 

costs are climbing out of sight. 

It’s hard to believe, but according to the Institute 
of Real Estate Management, operating costs have now 
reached a painful 50% of gross possible income for the 
average apartment complex. To make the pain even worse, 
debt service for many of those complexes is also 50% of 
gross income. Result: a profit spread of zero. 

One reason expenses are proportionately so high 
is that owners and managers haven't been raising rents 
fast enough to compensate for cost rises. In most 
areas it takes an annual 6% to 7% rental increase to 
catch up with expenses and widen the profit spread. 
Some owners can't manage that because their markets 
are still too weak; others, maybe a majority, are 
afraid to try. 

But the major reason expenses are so high is that 
owners and managers just haven't worked hard enough at 
bringing costs down. They're still wasting money on 
under-used, under-trained resident managers. 

They're still learning about their problems and 
mistakes too late because their reporting 
systems are so poor. 

These are all correctable problems; how to correct 
them—and thus pull down expenses and pull up profits— 
is the subject of the next six pages. 

For builders and investors planning new apartment 
projects, there's another way to attack the problem 
of the bottom line: build apartments whose design 
and landscaping attracts tenants and makes possible 
higher rentals. That's the subject of the last four 
pages of this special report.—H. CLARKE WELLS 


Maintenance instructor (right) for Taube Associate 
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i 
rthern California apartment management firm, lectures resident managers on garbage disposer maintenance, one of the common trouble areas for managers. 
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apartment 


Broaden the resident 


managers job 


—and define it better 


Traditionally, managers haven't 
been expected to do much more 
than occupy their apartments or 
offices, collect rents and keep an 
eye on things. With luck, they 
might also know a little about 
replacing faucet washers and 
unsticking garbage disposers. 

But these days, fewer and 
fewer apartment owners can af- 
ford such vague job definitions. 

Industry associations are 
helping to improve them. Three 
national certification programs 
are now offered for resident 
managers by the National Asso- 
ciation of Home Builders, the 
National Apartment Associa- 
tion and the Institute of Real Es- 
tate Management. Managers 
who complete these programs, 
which combine classroom train- 
ing and on-the-job experience, 
have a great deal more to offer 
than the manager of old 

But for some of today’s cost- 
sensitive management compa- 
nies, the skills acquired in cer- 
tification programs are just a 
start. 

“We want a lot more out of 
our resident managers,” says 
Ken Ambrose, vice president of 
Taube Associates, which man- 
ages 6,000 northern California 
apartments. "The days of put- 
ting a new resident manager on 
the job by simply handing over 
the keys to a $5-million project 
and saying 'go' are over." 

Resident managers who apply 
for work at the Taube company 
are thoroughly tested and rated 
for a variety of job skills. If 
they're hired, they immediately 
begin expanding their skills by 
attending weekly two-hour 
training classes for new manag- 
ers. Later they move up to 
weekly advanced and refresher 
classes for experienced manag- 
ers. 

Taube puts heavy emphasis 
on managers’ maintenance 
skills. Reason: Managers of 
fewer than 200 apartments, who 
are always married couples, are 
expected to do their own minor 
maintenance. Only managers of 
projects with more than 200 
units enjoy the luxury of a sepa- 
rate maintenance man. 

To Taube, minor mainte- 
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nance means considerably more 
than replacing faucet washers. 
The company’s checklist (орро- 
site page] for rating an appli- 
cant's maintenance skills lists 
some 70 work items in 15 cate- 
gories, ranging from rewiring 
stove tops to replacing toilets. 

"We've added a couple of 
ringers to the list to flush out 
phonies,” says Ambrose. Ex- 
ample: Under the kitchen appli- 
ance category, applicants are 
asked if they know how to re- 
charge Freon, the refrigerant, 
which actually is a factory 
operation. “If they say ‘yes’ to 
that one, we know they're prob- 
ably conning us on the rest of 
the list, too," says Ambrose. 

After the maintenance-skills 
test, the applicant is handed a 
suitcase containing a recirculat- 
ing pump and motor plus tools. 
His instructions: "You've just 
discovered that this pump is 
making a lot of noise. Here's a 
new bearing assembly. Take it 
allinto our conference room and 
let's see how longit takes you to 
make the correction." 

In a similar test, given to 
maintenance men as well as res- 
ident managers, applicants are 
handed three motors and an 
electrical circuit tester. None of 
the motors work, but there are 
enough usable parts among 
them to make one operative 
motor. “If the guy knows his 
business he should be able to 
build the good motor in 20 min- 
utes,” says Taube's mainte- 
nance manager, Matt Conway. 

In the weekly classroom ses- 
sions, working managers get ad- 
vanced training on a variety of 
practice equipment, including 
plumbing assemblies, electrical 
fixtures, kitchen appliances and 
swimming-pool equipment 
[photos, right]. 

“We teach managers a lot of 
jobs they didn't think they could 
do," says Ambrose. "We have to. 
We can't afford to hire plumbers 
and electricians for every 
nickel-and-dime repair on a 
project. So we've got to get as 
much mileage out of the resi- 
dent manager as possible." 

Systech Financial Corp., 
which manages 10,000 apart- 


A variety of skills is taught to resident manag- 
ers by Taube Associates under the direction of 
company vice president Ken Ambrose [seated 
in photo at left) and Matt Conway (standing), 
maintenance manager and supervisor of the 
| training program. Included are (counterclock- 
wise from above) rewiring a range top, replac- 
ing an electrical switch, replacing a faucet 
washer and rebuilding a hot-water circulating 
pump. 


MAINTENANCE SKILLS CHECKLIST 


NONE 


EXPERIENCE 
SOME MUCH 


SPRINKLERS 


Replace sprinkler heads 
Adjust heads 


GARDENING 


Trimming and pruning 225 
Feeding and fertilizing 


GLASS/WINDOWS 


Glass cutting 
Glass installation 


SCREENING 


Repair screens by patchin == 
Rescreen windows/patio doors 


retaining old frames 


HOT WATER HEATERS/CIRCULATING PUMPS 


Maintenance, hot water heaters 
Install hot water heaters 

Oil circulating pump 

Install circulating pump 

Flush out hot water heaters нэ 
Sweat copper lines Хэм 22 
Replace бичиисснүйн 


APPLIANCES 


Install oven element _ 2, 
Install stove element : 
Rewire stove [partial] 22-05 
Install oven timer ee 
Recharge freon = 
Patch refrigerator ees 
Install oven thermostat 


DISPOSALS 


Unstick 

Disassemble and reassemble 
Rewire 

Replace gasket = 
Install new disposal — 


DISHWASHERS - 


Remove impeller 2-2 
Rewire 5 
Adjust timer e 
Install new timer == 
Install new dishwasher 
Install new pump —— 


LOCKS 


Install deadbolt | 2-2 
Replace lock core 
Interchange two cores = 


FURNACES/WALL HEATERS 


Replace filters — 
Clean filters = 
Replace gas valve шэн 
Rebuild gas valve === 
Check/test gas valve шаа 
Replace fan motor mam 
Replace blower in electric heater . — 
Check/test pilot generator 


ELECTRICAL 


Rewire shorted fixtures 1 a 
Replace circuit breaker 
Operate testing meter 


FLOORING 


Subfloor work—replace all 

Subfloor work—replace partial = 
Lay tile e 
Lay sheet goods шэн 
Repair carpet with patches — 


PLUMBING - 


Replace washers 

Replace faucet and handles 
Replace pipes under sink 
Remove J trap and replace 
Remove and reseal toilet 
Repair ball-cock assemblies — 
Install new ball-cock assemblies 


CEILINGS/WALLS 


Wall boarding and preparation 
for painting 

Wallboard installation only 

Acoustic spraying 


POOLS 


Backwashing 
Disassemble filter 
Clean/vacuum 
Replace heater 
Balance chemicals 
Replace shutoff valve 
APPLICANT'S NAME 


DATE 
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ments in Texas, Florida, Vir- 
ginia, Maryland, California and 
Oregon, takes that policy a step 
farther. All of Systech’s office 
personnel, including execu- 
tives, take turns working as resi- 
dent managers in Systech-man- 
aged projects. The chief purpose 
is to promote better understand- 
ing between office and field em- 
ployees. 

The “swap” program, as it’s 
called, serves another very prac- 
tical function: Office workers 
usually serve their stints in the 
field when resident managers 
take time off for vacations. 

Says Gene Powell, vice pres- 
ident in charge of Systech prop- 
erty management ‘We've 
created a relief staff and an 
emergency work force that can 
take over projects. Even my sec- 
retary could run one; she’s had 
the experience." 

Office staffers new to on-site 
management spend a few days 
working with a resident man- 
ager before soloing. And area 
managers and supervisors stay 
close at hand in case the novice 
runs into problems. “But so far 
we haven't had any," says 
Powell. "In fact, we often see an 
improvement in the project's 
performance because the new 
guy tends to jump on top of 
things that have become dull 
routine for the regular resident 
manager." 

Office workers serve at least a 
week in the field about once a 
year. Systech's president has 
done it, and so has a corporate 
attorney. "He took over a partic- 
ular project that had an inordi- 
nate amount of legal problems,” 
says Powell. “Не wanted to find 
out why." 

Systech also draws on its ex- 
ecutive staff to train resident 
managers in the classroom. Vice 
presidents in charge of person- 
nel, marketing, maintenance 
and legal affairs present dif- 
ferent segments of basic and ad- 
vanced courses. 

Systech's basic course, in ten 
parts, takes 28 classroom hours. 
Sessions are held in centrally lo- 
cated apartment complexes and 
office buildings that Systech 
manages around the country. 
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“We minimize the resident 
managers’ travel time," says 
Powell, “by bringing the in- 
structors to them." 

Using hard-pressed execu- 
tives as classroom instructors 
does present scheduling prob- 
lems. The instructors aren't 
always available when needed 
To solve that problem, Powell 
keeps the course loose. “We can 
shift around the sequence of 
subjects,” he says, “so in case 
one instructor is out of town, we 
can use another.” 

Lessons are also videotaped so 
that recorded presentations can 
be substituted for live instruc- 
tors. "That's not nearly as effec- 
tive as the real thing,” says 
Powell, "but we use the tapes in 
a pinch." 

A better use for the videotap- 
ing equipment is sales training 
Systech managers try out sales 
techniques on one another in 
role-playing situations before 
the TV camera, then play back 
the tapes for classroom critiques 
(photos, right). “That’s the part 
of our classroom training that 
the managers find most fun," 
says Powell. ^Or at least they do 
after they've shed their inhibi- 
tions." 

Managers are tested on each 
section of Systech's training 
course. If they flunk a section, 
they have to repeat it. "The 
trouble with most certification 
programs," says Powell, “is that 
they give just one test at the end 
of the entire course. If a manager 
is weak in one 
counting, for example—he can 
still pass. If one of our managers 
flunks accounting, he repeats 
that section until he passes. If he 
has to take it two or three times, 
he probably won't be working 
for us." 

The resident manager's role is 
changing, says Powell: "Three 
years ago, when rental markets 
were soft, you wanted people 
who were good renters. Today 
you want managers with good 
judgment who are good at 
screening out bad tenants—the 
nonpayers, the high-turnover 
people. That kind of manager is 
hard to find. We have to develop 
them through training." 


section—ac- 


Sales training is part of an ex- 
tensive training program for 
resident managers run by Sys- 
tech Financial Corp., an 
apartment investment and 
management company. Key 
to teaching managers to rent 
apartments is role-playing, 
which is videotaped by the in- 
structor (left), then played 
back and critiqued by both 
the instructor (above) and the 
participants themselves (top 
of page] 


But it may pay to relieve the manager 


of some jobs. 


Here are two examples: 


A credit bureau can cut bad debts legal fees 


Like most other apartment oper- 
ators, Taube Associates used to 
rely on its resident managers to 
screen rental applications, 
check out credit references and 
reject prospective renters who 
were obvious credit risks. 

But Taube found the system 
unreliable. As Ken Ambrose ex- 
plains: “When a manager is 
under heavy pressure to rent 
apartments, credit checking 
gets neglected, bad tenants 
sneak in, and your bad-debt 
losses and legal fees for evic- 
tions go up." 

So Taube took the job away 
from the resident managers and 
hired its own experienced credit 
manager to work full-time at 
company headquarters, passing 
judgment on all rental applica- 
tions and tracking down non- 
paying tenants. 

For bad-debt collections the 
credit manager has the support 
of a full-time legal secretary and 
a part-time attorney, who also 
handles evictions. 

Taube pays for the new credit 


department by charging 
prospective tenants a $10 rental 
application fee. "It's not unlike 
the loan application fees 
charged by banks,” says Am- 
brose. "We've had no resistance 
to the fee from prospective 
renters, but that's because we 
spent a lot of time teaching the 


resident managers how to 
present it." 
Taube rents about 3,000 


apartments a year, so the fee 
generates an additional $30,000 
for credit-checking expenses. 
More important, the intensified 
credit checking has accom- 
plished two key goals: 

* It has reduced bad-debt 
losses significantly. That's be- 
cause Taube is renting to fewer 
flaky tenants and because its 
own credit manager is much 
better at collecting unpaid rents 
than are the independent credit 
agencies it once resorted to for 
bad-debt collections. 

@ It has reduced evictions to 
such a small percentage that 
Taube has stopped billing its 


property owners for eviction 
legal fees. "We absorb the legal 
costs ourselves now,” says Am- 
brose. “We can afford it because 
our collections are so much bet- 
ter." 

The in-house credit bureau 
brings three other benefits to 
Taube and its owner/clients: 

* Resident managers, now 
freed from  credit-checking 
duties, can devote more time to 
renting apartments. 

© Prospective renters find it 
easier to rent a Taube-managed 
apartment. They no longer have 
to pay all or part of a $100-plus 
security deposit to hold a unit, 
which is standard practice in 
Taube’s market area. All that’s 
required now is the $10 applica- 
tion fee. 

* Unqualified prospects are 
automatically discouraged from 
filling out applications. “Dead- 
beats aren't going to pay a nonre- 
fundable $10 to have their refer- 
ences checked out because they 
know they'll lose it,” says Am- 
brose. 


Rent reports by exception can help keep a rein on vacancies 


"Getting our rents up to the 
level we want and keeping them 
there was always one of my 
most frustrating jobs," says 
Gene Powell of Systech Finan- 
cial Corp. The reason: Resident 
managers persisted in making 
rent adjustments on their own 
without reporting them, so rent 
collection totals rarely agreed 
with budgeted projections. 

There are four common 
causes for the rent variances: 

Compensating for temporary 
apartment deficiencies. For ex- 
ample, when a tenant's heat or 
air conditioning fails for a day or 
more, the manager feels obli- 
gated to allow an arbitrary rent 
discount. 

Moving rental furniture. 
Managers let tenants rent fur- 
nished apartments without the 


furniture. The furniture is 
moved to a storeroom and thus 
stops producing rental income. 

Omitting scheduled rent in- 
creases. When rent raises are or- 
dered to take effect only as 
apartments are rerented, manag- 
ers often forget them. 

Stealing. Not all managers are 
above reporting rented apart- 
ments as vacant and pocketing 
the rent money themselves. 

Powell's monthly computer 
printouts for each apartment 
complex clearly showed that, 
for one reason or another, rents 
collected were not equaling 
rents budgeted. But with 10,000 
apartments to look after, he 
didn't have time to pore over 
columns of numbers searching 
for the variances, much less find 
out the reasons. 


But a Systech controller came 
up with the answer: A monthly 
rent reconciliation report pro- 
gramed to print out a separate 
column showing only uncol- 
lected rent. 

Now Powell can find the 
variances he's looking for by 
skimming through columns of 
zeroes until a dollar amount 
pops up. “I can glance at a rent 
collection printout for 300 
apartments,” says he, “and see 
immediately the dozen or so 
that didn’t pay the proper 
amount of rent." 

And now that Powell has iso- 
lated the exceptions, he insists 
on a written explanation for 
each one. "That keeps the com- 
puter in balance, keeps me from 
guessing, and keeps the manag- 
ers thinking about rents." 


TO NEXT PAGE 


Set up a system to spot 
problems before they do damage 


For the Gene Glick Manage- 
ment Corp., a computerized re- 
porting system is the best way to 
do this. 

Glick manages almost 12,000 
apartments in 12 states and 
hopes to be managing 25,000 by 
1980. And the key to handling 
that volume is the company’s 
nitpicking computerized report- 
ing system. It was developed 
during the apartment boom, 
prior to the 1974 crash, when 
Glick built and managed 16,000 
rentals of its own. 

The two best indications of 
the Glick system’s effectiveness 
are an overall vacancy average of 
about 1% and average bad debt 
and collection losses of less than 
Va 96 

For apartment owners, 
Glick’s computer delivers these 
monthly statements: 

Income and expenses for the 
current month and year to date, 
comparing the actual dollar 
amounts with what's been 
budgeted and showing the 
variances (top, right) For 
owners' tax-planning purposes, 
this report shows a revised pro- 
jection of net income or loss for 
the year by combining the ac- 
tual year-to-date amounts with 
the budget for the remainder of 
the year. For close financial 
analysis, all year-to-date 
amounts are shown as a percent 
age of gross possible rent, and 
projected totals for the year are 
shown in per-unit amounts. 

Detailed expenses for the cur- 
rent month and year to date, also 
showing favorable or unfavor- 
able budget variances and pro- 
jected totals for the year, cover- 
ing 28 major expense items in 
four categories: administration, 
operating maintenance and 
utilities. 

Cash flow from operations. 
This report (bottom, right) starts 
with the last line from the in- 
come and expense statement, 
adds back the non-cash ex- 
penses, and deducts cash pay- 
ments not included in the in- 
come-and-expense statement. 

Owners also get a monthly 
condensed balance sheet show- 
ing all major classifications of 
assets and liabilities, including 
amounts held in escrow by the 
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mortgagee and the current mort- 
gage balance. 

Reports for Glick’s own man- 
agement staff include 

Fixed rent billing. Tenants are 
billed for each month’s rent on 
the 25th of the preceding 
month. A billing report for each 
project goes to the property 
manager, showing him in ad- 
vance 1) the collections owing 
for each apartment, 2) how 
much each apartment's rent is 
to be raised at the next lease re- 
newal and 3) which apartments 
are vacant and for how many 
months 

Tenant delinquent reports. 
At periodic intervals through- 
out the month, property manag- 
ers get a project-by-project list- 
ing of all tenants who have 
failed to pay, how much they 
owe, and the date of their last 
payment. The report includes 
any amounts owed by former 
tenants. 

Overdue tenant receivables 
At the end of each month prop- 
erty managers get a complete re- 
port on each project's tenants 
showing any rent or extra 
charges owing, and the amounts 
owing are broken down accord- 
ing to how long they've been 
due: up to 30 days, 30 to 60 days, 
60 to 90 days and more than 90 
days. The list also shows the 
amount of security deposit 
being held and includes 
amounts owed by former ten- 
ants who may still be in the 
process of settlement or collec- 
tion. 

Lease expirations and income 
recertifications. Two and a half 
months before leases are due for 
renewal, or a tenant's income is 
due to be recertified (in the case 
of HUD-subsidized projects], a 
list of those tenants is printed 
out for the property manager. To 
help decide whether a lease 
should be renewed, the report 
shows in separate columns the 
number of times a tenant has 1) 
paid with a bad check, 2) been 
billed for a late-payment charge, 
3) been billed for damages and 4) 
requested a service call. 


HAH HE 
ACTUA 


INCOME 
GROSS POSSIBLE RENT 
LESS VACANCIES 


NET RENTAL INCOME 


INCOME FROM INVESTMENTS 
MISCELLANEOUS INCOME 


TOTAL INCOME 


EXPENSES 
ADMINISTRATIVE 
OPERATING Е MAINTENANCE 
UTILITIES 
MANAGEMENT FEE 
INSURANCE 
DEPRECIATION 
REAL ESTATE TAXES 
OTHER TAXES 
PAYROLL FRINGE BENEFITS 
INTEREST ON MORTGAGE 
OTHER FINANCIAL FEES 


TOTAL EXPENSES 


NET INCOME / LOSS- 


NET INCOME / LOSS - 


PLUS 
PROVISION FOR DEPRECIATION 
AMORTIZATION FINANCING FEES 
TOTAL $11,180 
LESS 
MORTGAGE PRINCIPLE PAYMENTS 
REPLACEMENT RESERVE PAYMENTS 
NET PROPERTY ADDITIONS 


$8,777 


TOTAL 


CASH FLOW FROM OPERATIONS 


Statement of income and expenses 


PERIOD ENDING 7/31/76 NO OF UNITS 319 


RENT MONTH жжжжлхэл жжжиж ээж YEAR TO DATE xieexdoeteor 

BUDGET FAVORABLE ACTUAL BUDGET FAVORABLE PROJECTED ANNUAL YTD 
UNFAVO? * UNFAVGR + TOTALS PROJECTED PCENT 
VAR TANCE VARIANCE FOR YEAR PER UNIT СЕ GP 


$487,701 $475,418 $12,283 $837,665 2634.17 100.0 
8,072- 22,169- 14,097 24:389- 78.69- le 7- 


$1,093* $479,629 $453,249 $26,380 $813,276 2557.48 


399* 15,513 18,501 2,9BB* 28,728 90.34 
367 5,177 3,675 1,502 79302 24.53 


$1,125* $500,315 $415,425 $24,394 $849,806 2672.35 


$2,540 $26,572 $33,391 $6,813 $49,511 155.69 
3,94]* 89,425 71,999 17,427* 145,078 456.22 
586* 46,176 46,276 100 72,473 227.90 
38% 25,370 22,343 2,521 82,185 132.56 
69 5,312 5,754 442 9,422 29.63 
77,861 77,861 0 133,476 419.74 
49,960 55,223 5,263 89,405 281.15 

265 0 265* 265 

4,997 4,793 2042 7,393 

104,532 104,537 15 178,182 5 
397 399 2 682 


$1,888* $430,880 $423,016 $7,804* $728,077 2289.54 


10,617 $3,013* $69,439 $52,349 $17,090 $121,729 3£2.81 


Statement of cash flow 


PERIOD ENDING 7/31/76 NO QF UNITS 318 

RENT MONTH Жжжж tx *x***kx** YEAR TO DATE #444444 ANNUAL YTD 

FAVORABLE ACTUAL BUDGET FAVORABLE PROJECTED PROJECTED PCENT 

UNFAVOR * UNFAVOR * TOTAL PER UNIT OF GP 
VARTANCE VARIANCE FOR YEAR 


$3,013* $69,439 $52,349 $17,090 $121,729 382.01 


$77,861 $77,861 $0 $133,476 
397 399 2* 682 


$78,258 $78,260 $2* $134,158 
$605,445 $605,444 $1* $105,058 
0 0 0 0 

52125 20,419 15,294 19,710 


$65,570 $80,863 $15,293 $124,768 


$82,127 $49,146 $32,381 $131,119 
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And if youre building 


rental projects, 


note this: Good design 


fills apartments 


despite hard times 


If any apartment owner or man- 
ager didn’t know that prior to 
1974, chances are he knows it 
now.  Well-trained resident 
managers and well-thought-out 
cost reporting systems can 
make apartments run effi- 
ciently, but product design 
keeps them occupied. Some 
cases in point: 


Ron Lavan manages 900 
apartments in four projects in 
southern Florida, near Miami, 
and his market area is a disaster 
Specifically: 

e Some 15,000 new apart- 
ments were vacant there earlier 
this year, and the number has 
not been diminishing with any 
noticeable speed. Many large 
projects have 40% to 50% va- 
cancies. 

€ Developers and lenders 
have been inundated with fore- 
closures. From September 1974 
to November 1975, a 14-month 
period, over $1-billion worth of 
real estate was foreclosed in 
Lavan's market, and another 
half-billion dollars' worth is ex- 
pected to suffer the same fate. 

ө Lenders who have taken 
over projects want to recover as 
much cash as they can as 
quickly as possible, so they have 
cut rents an average of $30 to 
$50. Maintenance has been re- 
duced and property improve- 
ments all but halted. 

But Lavan's four projects 
didn't go into foreclosure—far 
from it. At the end of 1975 they 
were 92% occupied overall, and 
this year they've been running 
close to 100%. 

What's more, Lavan didn't cut 
rents, so his projects are priced 
20% to 30% higher than most of 
the competition's. 

Lavan's apartments were 
built in 1972 and 1973 when fi- 
nancing and renting couldn't 
have been easier. But the de- 
veloper, Meadows Communi- 
ties Inc. of Fort Lauderdale, 
didn't build the conventional 
stripped-down project other 
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Strong design that helps at 


tract tenants and suppor 

| » 1 higher-than-normal rents ig 

"BÉ exemplified by The Hunting 

ton, a garden apartment com 

plex built and managed by the 

M. David Kelly Co. of New 

port Beach, Calif. Key desig: 

elements include heavy usd 
of wood, especially in hea 

wood beams, valances and 


ШУА INFORMATION —€ 


m m 


kitchen cabinets. Second 
floor units (photos below, 
Miami-area developers were have cathedral ceilings wit 
building. exposed wood planking, pop 


ular enough to command 4 
$10 rental premium. 

Fenced patios (or decks i 
upper units) are also appeal 
ing to tenants; in The Hunt 
ington, each corner unit has 
two decks or patios. 


Meadows brought in a south- 
ern California landscape archi- 
tect, Walter Lewis, and spent so 
much money on mounds, ma- 
ture trees, winding walkways 
and gazebos that it exceeded the 
landscaping budget for at least 
one of its projects by 100%. For 
another 296-unit complex, the 
landscaping bill was $200,000. 

But it paid off. Renters are at- 
tracted by the landscaping even 
at above-market rents. Lavan 
encourages them to plant gar- 
dens of their own on their 
patios, and runs contests with 
prizes (a restaurant meal] for the 
best ones. The result is an array 
of plants, shrubs, vines and 
flowers surrounding each build- 
ing, strengthening the effect of 
the developer's mature trees and 
roling lawns between build- 
ings. Says Lavan: "Once a ten- 
ant gets a prize-winning garden 
established, he's likely to stay 
around for awhile." 


Mayer Construction Corp. of 
Downey, Calif. built more 
apartments in 1975 than any of 
the 72 other largest apartment 
developers in its southern Cali- 
fornia market. In fact, Mayer 
built almost as many apart- 
ments as all of the 72 others 
combined (1654 units for Mayer 
vs. 1698 for the rest). 

What's more, Mayer's volume 
was about the same even in dis- 
astrous 1974, and this year's 
level is 2,500 apartments in 
planning and construction. 

How did Mayer get money to 
start new rentals in 774 and 775 
when most apartment devel- 
opers found it impossible to get 
financing? Because Mayer's long 
track record for successful ren- 
tal projects persuaded lenders 
that its new projects could be 
run efficiently enough and com- 
mand high-enough rents to pen- 
cil out 

Previous Mayer apartment in- 
vestors confirm the lenders' 
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confidence. One group of inves- 
tors 15 SO pleased with its yield 
from Mayer projects that over 
the years it has bought 14 com- 
plexes from Mayer. Another 
group has bought five 

Mayer investors keep coming 
back because its projects rent up 
fast, stay rented and, according 
to Mayer's records, operate for 
less than 40% of gross possible 
income 

And the price to the investor 
is right because, as president 
Bob Mayer puts it, "We build an 
efficient unit with no waste 
space that can rent profitably at 
moderate rates [currently 306 to 
40¢ per sq. ft] We do our 
homework, so we don't have 
cost over-runs, don't have to go 
back into our projects and rede- 
sign them, and don't have to 
raise our rents.’ 

Mayer, who started as a con 
tractor 20 years ago and has de- 
veloped some 12,000 rentals, 
says he has “squeezed all the fat 
out of his apartments but left 
the frosting The frosting 


shows in three areas 
Construction. Mayer builds 

staggered-stud double walls, 

with double beads of caul 


between units for good sound 


proofing. Codes don’t require 
that, but it minimizes tenant 
turnover 

Most Mayer projects have 
heavy tile roofs—expensive but 
attractive, and trouble-free for 
the life of the project 

Another low-maintenance 
hat costs more initially 


Low-voltage lighting systems 
are used for outdoor illumi 
nation because they make bulbs 


Mayer was one 
of the first apartment developers 
to use man-made lagoons 
erfalls and foun- 


tains to enhance landscapes in 


streams, Wé 


moderate rent complexes. He 
also plants mature trees and 
heavy foliage, using an in-house 
landscape architect and doing 
his own landscape installation 
Design. Buildings are sited so 
that all living areas overlook a 
landscaped courtyard or pool 
area. Upper-level apartments 
have cathedral ceilings. Decks 
and patios are kept private by 
solid side walls. At least one in- 
terior wall in every apartment is 
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wood-paneled 

Dave Kelly started in the 
apartment business when 
everyone else was getting out. 
He broke ground for his first 
complex, 258 units in Costa 
Mesa, Calif., in 1974, opened the 
rental office in January 1975, 
and six months later was 100% 
occupied 

Kelly started his second proj- 
ect in 1975—276 units in Hunt- 
ington Beach—opened the ren- 
tal office in March 1976 and was 
100% rented in 3% months. 
Now he has a third project of 304 
units under way in Anaheim 
scheduled to open in 1977. 

Renters are attracted to Kel- 
ly’s units largely because of in- 
terior features. Examples: 

e Heavy rustic beams are 
used throughout the main living 
areas as valances for draperies 
over sliding glass patio doors, 
valances for fluorescent lighting 
over bathroom vanities, arch- 
ways that delineate kitchens 
and dining areas, and in combi- 
nation with exposed decking on 
sloping ceilings in second-floor 
apartments. 

ө Corner apartments have 
patios or decks off both the liv- 
ing room and the dining area 
Patios and decks are provided 
with outside lighting and lock- 
able storage closets for outdoor 
furniture and barbecue equip 
ment. 

e Rental furniture, available 
for an extra $50 a month in one- 
bedroom units and $60 in two's 
is custom-made to Kelly’s 
specifications and built to last 
Table and chair frames are made 
of solid oak and have bolted 
joints so they can be tightened 
periodically by a maintenance 
man. Table tops are made of 
butcher block so they can be 
sanded and refinished as needed 
Lamp bases are hand-blown, 
chair and sofa fabrics are coordi- 
nated with carpet colors and 
made of extra-durable material 

Kelly is a former custom- 
home builder with a formal 
business education and working 
experience as a real estate loan 
officer. He combines a builder's 
eye for finishing details, many of 
which he works out on the job, 
with a financial man's eye for 
economic feasibility. His rental 
range: 306 to 404 per-sq.-ft 


Heavy landscaping brings 
above-average rents (38¢/sq. 
ft. for average-sized units) at 
this project in Downey, 
Calif., built and managed by 
Mayer Construction Co. Fea- 
tures include winding walks 


fountains (above) and 


large trees [right]. 


[| 
PLANTATION 
MEADO, 
RENTAL 


Mature landscaping helps 
keep this Mi 


occupancy or | 


caping budget was 
very high compared with the 
competition Í 
now, accordi 


t Floric la land pue 
and 
shrubs are both an attractive 


ature and effective screen- 


ing for the project's ‹ 
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YES. That will buy 


either a 1,240-sq.-ft., three-bed- 
room home or a 1,600-sq.-ft., 
one-bedroom-and-family-room 

model with an unfinished 640- 
sq.-ft. second floor. 

What’s more, the houses are 
sited on one-fourth to one-third 
acre lots in a neighborhood of 
$55,000 homes. 

The catch? 

The builder—and his lender— 
must be willing to wait awhile 
for their profit and the cost of 
the land, both of which will 
come from a 50-year, $50-a- 
month land lease. 

Land leases are nothing new 
in commercial development or 
expensive resort properties. But 
developer Otto Paparazzo has 
adapted them to reach the oppo- 
site pole of the market—the 
young couples and retirees who 
don’t have the money for high 
down payments and monthly 
costs. Paparazzo is using the 
scheme to create a market for 
Amherst Fields, in Amherst, 
Mass. [H&H Mar. '74], which 
opened in 1974 as a condomin- 
ium, was closed down by a 
sewer moratorium, and has now 
reopened in a depressed housing 
market. 

Paparazzo is so sure that there 
is a large market for his low- 
priced homes that he intends to 
build developments in other 
areas utilizing the same floor 
plans and marketing program. 

Briefly, here’s how the leasing 
arrangement works: The buyer 
acquires title to the house and 
leases the land on which it is 
built. The price of the house is 
kept low because the developer 
offers it at break-even and looks 
to the land lease for his profit. 

For the initial term of the 
lease—50 years—the land is 
owned by a trust. This was 
created so that the land would 
remain free and clear of any obli- 
gations of either developer or 
buyers—in other words, so that 
there could be no liens on it. 

The rent is set at $50 a month 
and can never be increased. The 
rent does not include land taxes, 


however, and these are prorated 
among the homebuyers. 

At the end of 50 years the land 
is turned over to an association 
of the homeowners, and they 
can decide to charge less rent or 
no rent at all, but never more 
than $50 a month. Because of 
legal complexities, Amherst 
Fields is set up so that the land 
can never be divided and deeded 
to the homeowners; however, 
other developments may be set 
up so that each homeowner can 
eventually own his lot. 

The lease affords the buyer 
the same privileges and obliga- 
tions as owning the land. He can 
add a room to his house, for ex- 
ample, or build a garage (both 
with the approval of a design re- 
view committee made up of 
other homebuyers). And he pays 
for utilities, insurance, sewer 
and water and real estate taxes. 

If someone wishes to sell his 
house, the land can be trans- 
ferred to the new owner pro- 
vided it is done in writing and 
has the approval of the land 
trust. Paparazzo believes that 
upon resale the homebuyer will 
recoup some of his rent pay- 
ments in the increased value of 
the house. 

In the event of foreclosure, the 
land trust will forgive both land 
rent and land taxes until either 
the developer repurchases the 
house or the bank sells it to 
someone else. 


For the developer, a chance 
to generate new sales 

The ability to tap a market he 
couldn’t ordinarily reach is 
probably the biggest advantage 
to the developer. 

But there are other advan- 
tages, too. For example, he is not 
stuck with financing a whole 
program, as with a condomin- 
ium. Paparazzo hopes to deliver 
a house in 60 days and to roll 
over the same financing dollars 
three or four times a year. 

And for many developers 
there will be tax advantages to 
realizing small pieces of income 
over a long period of time rather 
than having to recognize large 
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Low-priced homes don't force the 
buyer to sacrifice style. The larger 
model (above| for example, has a 
two-story entryway. And both 
models have large glass areas that 
were obtained at minimum cost by 
using six-foot sliding doors with in- 
sulated glass even where no patios 
were intended. 

Construction costs came to about 
$19 a sq. ft, which was achieved 
mainly by designs that were easy to 
frame and by foregoing such details 
as expensive siding (stained rough- 
sawn plywood with battens blends 
nicely into the wooded surround- 
ings), concrete stoops (wooden steps 
provide a rustic touch) and kitchen 
cabinets (open shelves are provided 
instead, and they also make the 
kitchens seem larger]. 
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lumps of income all at once. 
Paparazzo compares it to the ad- 
vantages of an annuity. 

Of course this also carries 
with it the danger that the in- 
come will be eroded by infla- 
tion, although some provision 
for moderate inflation was built 
into the rent. 

“Tf there were runaway infla- 
tion, our profit could be re- 
duced,” says consultant Gordon 
Pfersich, who is working with 
Paparazzo. "But I can’t imagine 


Wooded site was part of an old farm located just a couple 
of miles from the center of Amherst and adjoining Am- 
herst College. Homes are sited to preserve the natural 
contours of the land and to provide maximum privacy, 
which is why lots aren’t uniform, but vary from one- 


it reaching the point where we 
received no net return.” 
Because of these variables, it 
is hard to compare the return 
from a project of this type with 
the return from selling conven- 
tionally. Pfersich estimates, 


"however, that the value of the 


income from the land rents is 
between $6,500 and $7,000 in 
terms of today’s dollars. This 
would be roughly equivalent to 
the $5,000 or $6,000 that a 
developer would expect to make 


on the sale of a $40,000 house 
with land, plus a cushion to 
cover the added risk of allowing 
the return to be spread over 50 
years. 
At this point, the return at 
Amherst Fields is further dimin- 
ished because the start-up 
costs—particularly legal fees— 
were substantial. Thus the price 
of the homes does not cover the 
developer’s expenses as it will 
once sales get rolling and the 
TO PAGE 58 


quarter to one-third of an acre. Overall density is about 
3.75 du/acre. Optional garages (outlines shown) are sited 
so that a minimum of paving is necessary. The ponds 
and small streams are not natural but were created by 
the developer to handle drainage. 
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start-up costs can be spread 
among a larger number of units. 


For the buyer, a quality 
house in a quality area. And 
at a price he can afford. 

Down payments may be as 
low as $1,290 with an insured 
mortgage. For a 30-year term, 
that would mean monthly mort- 
gage payments of about $197.31 
plus land rent and taxes of about 
$141.23 a month. And of course 
inflation works to the benefit of 
the buyer because of the fixed 
land rent. 

The buyer also has the advan- 
tage of tailoring his purchase to 
his purse, and not all of the 
homes sold at Amherst Fields 
are stripped-down economy 
models. The first buyers, a 
young Connecticut couple both 
of whom are professional musi- 
cians, tailored the largest model 
to their needs by eliminating a 
wall and a closet to create a liv- 
ing room that would accommo- 
date both a grand piano and a 
harpsichord. They also added a 
window and a fireplace, up- 
graded the carpeting, elected to 
have all the appliances and had 
the second floor finished by the 
builder. 

Other options available to 
buyers include air conditioning 
and garages. 

The young couple who must 
economize, however, can do 
without most of the options, 
adding them later when there is 
more income. (The exception, of 
course, is the appliances. But 
even here it is an advantage to 
have a choice of perhaps buying 
them secondhand or of financ- 
ing them separately from the 
mortgage.) 

And unlike a condominium, 
the home itself can be added to 
as a family's needs change. 

But perhaps the biggest advan- 
tage to the plan is that it offers 
people with little money a 
chance to live in a good neigh- 
borhood. 

“If you buy a $25,000 home in 
a strip development and spend 
another $15,000 fixing it up, 
you've still got a $25,000 
house," says Pfersich. "But here 


the guy who buys a $25,000 
house has a lot more than that 
the day he starts.” 

Paparazzo estimates that sim- 
ilar homes in Amherst would 
cost at least $40,000, which is 
about what he would have to 
charge to cover land cost and a 
normal builder's profit. A local 
builder, however, quoted a 
prospective buyer a price of 
$65,000 for reproducing the larg- 
est model elsewhere in Am- 
herst. 


For the lender, an important 
new source of business 

" And if all goes well we would 
expect to get an above-average 
return," says Michael Moschos, 
vice president and general man- 
ager of Wornat Development 
Corp. Wornat's parent bank has 
been the land lender since the 
start of Amherst Fields, but 
Wornat is now also an equity 
venture partner in the new prod- 
uct. 

“Paparazzo has come up with 
a quality product that families 
with average incomes can af- 
ford," says Moschos, "and to my 
knowledge it isn't equaled any- 
where in this country." 

Moschos admits, however, 
that the concept is being tried in 
Amherst because the land loan 
had already been made. He 
would prefer to see it tried near 
large urban centers, such as Chi- 
cago, Milwaukee and Cincin- 
nati. 

“The problem is that we've 
come up with something that 
the public should know about," 
he says. ^And in the Amherst 
area, not enough of the public is 
going to be able to come in and 
see and buy this product." 

Carl McKay, executive vice 
president of Wooster County In- 
stitute for Savings, which is fi- 
nancing the construction and 
end loans, is equally enthusi- 
astic about the concept. 

"We think there will be quite 
a bit going on in this leased-land 
concept, even in staid old Mas- 
sachusetts," he says. 

The bank committed itself to 
50 loans before the project even 
got off the ground. And it offers 
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Three plans are being built on the 
leased-lot site. A 1,240-sq.-ft. model 
labove] has a second floor with 
either two or three bedrooms. The 
largest model (top, right) comes with 
just the 960-sq.-ft. first floor finished 
and the den used as a bedroom. For 
an extra $3,850, the second floor can 
be completed with either two or 
three bedrooms; hence a buyer can 


UPPER LEVEL, 


get a 1,600-sq.-ft., three-bedroom, 
two-bath house for under $30,000. 
The third plan (bottom right], a 1,- 
100-sq.-ft., one-story model de- 
signed for the adult market, is just 
being built now. 

All houses are offered with full 
basements that have extra large win- 
dows so that they can be finished to 
make attractive recreation rooms. 
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Paparazzo anticipates, however, 
that after the first 50 units he will 
have to make basements optional to 
hold the line on prices. 

The homes have gas hot-air heat- 
ing systems, and are insulated with 
3%" of glass fiber in the walls and 6" 
in the roof. The exterior doors are 
insulated steel and all windows have 
insulated glass. 


variable-rate mortgages with 
the guarantee that there will be 
no change in the first year and 
that after that the maximum 
change in any six-month period 
can be only % of 1%. The mort- 
gages are assumable and there is 
no prepayment penalty. 

McKay knows of three or four 
other builders in the area who 
are looking for land so they can 
try similar projects. His one con- 
cern is that some attorneys may 
advise their clients against the 
land-lease concept without in- 
vestigating it properly. Unfortu- 
nately, some of the buyers re- 
port that this is indeed happen- 
ing. 


What does it take to 

build under this plan? 

The main things are availability 
of cheap land, flexible zoning 
and an understanding lender. 

Land costs can be held down 
if the landowner is willing to 
come in as a limited partner or 
to act as a land bank. 

“We couldn't pay $10,000 or 
$15,000 for a site,” says 
Paparazzo. " And in today’s mar- 
ket, the land would cost more 
than the house if we had to build 
on a normal subdivision lot and 
meet setback, side-yard, street 
and curb requirements." 

High land costs would mean 
not only higher land rents but 
higher sales prices, because the 
price of the house covers land 
development and carrying costs. 
And of course this would narrow 
the market considerably. 

Zoning should not only re- 
lieve the developer of the burden 
of subdivision-type regulations, 
but it should also allow him to 
site his units attractively and 
without destroying the land. 
This, after all, is one of his main 
selling points. PUD or any zon- 
ing that permits clustering is 
ideal, according to Paparazzo. 

Finally, the whole scheme 
would be impossible without an 
understanding lender. He must 
be open-minded enough to in- 
vestigate a different concept, 
and patient enough to recoup his 
investment and take his profit 
over the term of a land lease. 


What's been i 

at Amherst Fields so far? 
"The response has been excel- 
lent," says Paparazzo, “al- 
though we have had a couple of 
people turn around and walk out 
without listening when they 
realized. that the land was 
leased." 

Paparazzo is pleased to have 
16 deposits so far, considering 
the depressed state of the Am- 
herst market, the newness of the 
concept and the small amount 
of promotion that he has done. 
But the returns aren't in yet; 
Amherst Fields has only been 
open for a couple of months. 

Paparazzo is hoping to 
broaden his market with a plan 
that will appeal to older couples. 
A model is now under con- 
struction. 

And he is pushing ahead with 
plans to build similar projects in 
another part of Massachusetts 
and in Connecticut, Long Is- 
land, New Jersey and Pennsyl- 
vania, capitalizing on the legal 
work that has already been done 
and the marketing schemes and 
floor plans that have been 
prepared. 

The first buyers—Ed and Den- 
ise Merck—have just moved 
into their new home. The 
Mercks had originally come to 
Amherst Fields to look at a con- 
dominium that was offered for 
rent at $375 a month. They 
never got to see it, however, for 
they stumbled on the new units 
and were captivated by the set- 
ting, the plan and the low price. 

Did they hesitate about buy- 
ing a house on leased land? 

"No," says Denise. “We're 
from Connecticut and we're fa- 
miliar with Paparazzo's Heri- 
tage Village, so we're sold on his 
style." 

But then she added: "The 
local lawyers were more hesi- 
tant than we were." 

—NATALIE GERARDI 
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And it’s not that the buyers— 
everyone from childless couples 
to families with two, three and 
more  children—can't find 
single-family houses for them- 
selves. According to Salt Lake 
City developer H. Roger Boyer, 
there are plenty of comparably 
priced ($54,800 to $62,000) de- 
tached houses in the area 

The reason the townhouses 
are selling well (107 sales in 18 
months) is, he says, because the 
buyers are a relatively new breed 
of move-ups—people whose 
lifestyles are outward oriented 
instead of home-centered 

“They'd rather spend their lei- 
sure hours on recreation, hob- 
bies and community affairs than 


on time-consuming chores that 


, 


go with single-family living.’ 

That doesn't mean they're 
any less fussy about the quality 
of their homes than other move- 
ups. On the contrary, Boyer 
says, this market ranks archi- 
tecture and environment high 
on their list of priorities. 

The developer believes there 
are three primary reasons why 
Park Place, the 143-unit project 
shown here, is attracting this 
new breed of move-ups. 


First, although buyers do get 
title to the land under their 
townhouses, service is as com- 
plete as it would be if the project 
were a condominium. The 
homeowners association han- 
dles all maintenance—exteri- 
Ors, common areas, etc.—and 
management responsibilities. 

Second, even with a density of 
slightly over seven units per 
acre, the project's environ- 
mental quality is a lot higher 
than what's found in conven- 
tional single-family communi- 
ties. There are broad open areas 
between buildings; streets are 
kept out of all but the perimeter 
of the 19-acre site; and each 
owner has outdoor living space 
completely private from his 
neighbor's. 

Third, the project's contem- 
porary design is a major break 
with the box-like, split-level de- 
sign that marks most of the 
single-family stock in the area. 
Park Place is planned 
to bridge a generation gap 
Historically, market acceptance 
of condos has been high in Salt 
Lake City, which helped pioneer 
the concept. But until the Boyer 
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Redwood-clad townhouses, 
shown at left, are designed on 
a 22' module; thus they can 
be pulled in or out of town- 
house groups to match mar- 
ket demand. To counteract 
the static visual effect that a 
single module might have 
produced, each of the proj- 
ect's four models is designed 
with multiple elevations, and 
units are set back from each 
other. The project's club- 
house (right| contains the 
management office, dressing 
f facilities and a community 


Site plan, a cooperative effort of project architect Fisher-Friedman Asso- 
ciates and Anthony Guzzardo and Associates, emphasizes open space for 
pedestrians and minimizes auto traffic. A single e 


rance channels all 
cars around the perimeter of the site so they're out of view of main living 


areas in the units and private patios. Guest parking facilities are 
shielded by landscaping 
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Varied layouts were planned to ар- 
peal to different sub-markets within 
Park Place's basic move-up market. 
Plan 1 (40 units are scheduled for the 
final mix) has been popular with 
larger, established families who like 
the two full baths upstairs, the large 
amount of storage space and the 
snack counter that separates 
kitchen and family room. Plan 2 (40 
to 45 are scheduled) sells well to 
singles, divorced people and no-chil- 
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dren couples, many of whom use the 
second bedroom as a den or hobby 
room. Plan 3, the only slow seller 
(ten or 12 will be built) does not at- 
tract any particular market. Plan 4 
is the project's top seller (45 to 47 are 
planned). It’s being grabbed up by 
contemporary young families who 
are impressed by the vaulted living- 
room ceiling and by the privacy be- 
tween public and private living 
spaces. 


LOWER LEVEL 
LIVING 1685SQFI BASEMENT 743 SQFT. 861900 


UPPER LEVEL 9. 59 % 


10FT. 


onstruction & development costs 


evelopment & landscaping 598,000 
rchitectural & engineering 


onstruction costs 
arketing & sales 


ptal sales (estimated) 


Co. developed Park Place, all 
condos in the area were mar- 
keted to empty nesters. 

"Yet market research shows 
there are many young families 
who don't want to wait until 
their children are grown to enjoy 
the benefits of no-maintenance 
living," Boyer says. 

Condo has such a positive 
image with this market that 
Park Place advertising does not 
mention the fee-simple form of 
ownership. Salesmen explain 
the difference when prospects 
visit the models. 

If condos are so acceptable, 
why go fee-simple? Because the 
strict regulations that surround 
condo filing procedures increase 
front-end costs and decrease 
marketing flexibility, Boyer 
says. Specifically: 

With condo filings a developer 
must list every detail of each 
building; at Park Place, Boyer 
merely filed a typical subdivi- 
sion plat. Engineering costs are 
roughly one-third or one-fourth 
what a condo's would be, he es- 
timates. 

With condo filings a developer 
must specify such things as 
common walls, etc. So he's 


locked into a building plan be- 
fore he begins. "But with our 
subdivision plat, we can plug in 
whatever model a buyer wants." 

This has been an important 
part of Park Place's success— 
especially since one of the proj- 
ect's models [plan 3, above) has 
been a slow seller. 

Boyer discovered another plus 
with fee-simple in talking with 
his buyers. 

"They really prefer owning 
their land. It strengthens their 
pride-of-ownership feelings." 


Park Place offers a wide 
choice of floor plans and 
recreational facilities 


And it's this choice that's mak- 
ing the project popular with so 
many different kinds of move- 
up families. 

The four available models, for 
example, range in size from 
1,400 to 1,800 sq. ft. And they 
also vary in the way living space 
is handled: There are three dis- 
tinct kitchen/family-room ar- 
rangements, three ways of treat- 
ing living/dining-room relation- 
ships and four different 
bathroom set-ups. 

Each unit also has an unfin- 


ished basement (see section 
above), which if finished, can in- 
crease living area by 627 to 890 
sq. ft. So far, 35% of Park Place’s 
buyers have paid $5,000 to 
$7,000 to have the space fin- 
ished as bedrooms or rec rooms. 

Although rec facilities at the 
project are relatively modest in 
size, there's nothing limited 
about their variety. In addition 
to a small clubhouse, there's a 
swimming pool, a children's 
play area, a combination volley- 
ball and basketball court, a pic- 
nic area and two tennis courts 
(the most popular facility). 

The kind of buyers who are 
moving to Park Place expect a 
wide choice of facilities, Boyer 
says. But they also want to keep 
maintenance costs low. (Right 
now monthly association fees 
are $36.) 

Park Place's build-out sched- 
ule is right on target. Sales 
started in the summer of 1975, 
and will be completed next 
spring, Boyer says. The buyers: 
primarily middle-management 
people [average family income is 
$25,000) who are moving up in 
their jobs as well as in their 
housing —June R. VOLLMAN 


H&H моукмвкк 1976 63 


Sixplex buildings (above 
right) are grouped around 
motor courts and angled to 
take advantage of views of 
nearby ocean and marina 
Their arrangement was dic- 
tated by the extreme narrow- 
ness (only 350 ft. at the widest 
point) of 10-acre site. Garage 
buildings shown at left in 
photo below were designed to 
blend in with project's archi- 
tecture. Duplexes (see site 
plan right) totalled only 18 
units, less than 20% of the 
project, and went to primary 
home buyers. Harborwalk is a 
joint venture of Raznick & 
Sons, Woodland Hills, Calif 
and Wood-Bergheer & Co., 
Newport Beach. Site plan 
Kenneth Johnson A.LA., Co 
vina, Calif. Landscape archi- 
tect: Lawrence R. Moss & As 
sociates, Glendale, Calif 
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GZ TOWNHOMES (6-PLEXES) 


yw out of a buyer 


survey 


They’re in the redesigned third 
phase of Harborwalk, a beach- 
front condominium project in 
Oxnard, Calif. More than 90% 
of them were sold out within 30 
days of opening. And their suc- 
cess is the direct result of asking 
buyers in the project's first two 
phases what they'd change if 
they could. 

Those first two phases sold 
well enough—148 units in the 
12 months from August 74 to 
August 775. About 50% of the 
sales were to investment and 
second-home buyers and 50% to 


primary-home buyers 

But Harborwalk Associates 
wanted the third phase to go 
even faster. So they set out to 
redesign the units (mostly flats 
and townhouses in eight- and 
twelve-unit buildings) To find 
out what direction to go, they 
went back to their early buyers. 

The first source of informa- 
tion: an easy-to-complete sur- 
vey that had been mailed to 
every move-in. 

The questions were few and 
basic, e.g., What was the main 
reason for buying the home you 


purchased? What were th 
methods you used in Рэй 
for your new home? 


We'd kept it short,” says 
Aaron Raznick, managing 
partner in the joint-ventured 
project, ‘‘since nobody wants to 


fill out a long questionnaire. 
And we’d enclosed a brand-new 
dollar bill as added incentive.” 

The response to this survey 
was so good that Raznick and 
his partners, Karl Bergheer and 
Fred Wood, were encouraged to 
keep on questioning. 

“At first we just talked to 


people informally in the sales of- 
fice," says Raznick. "We'd ask 
buyers waiting to take posses- 
sion what changes they'd make 
in their new unit if they could, 
and then record their comments 
later on 

“We talked to our service 
department, too. If owners were 
complaining about the gas fire- 
places, for example, we made a 
note of it." 

The final step was formal in- 
terviews with some of the more 
cooperative new owners after 

TO PAGE 67 


H&H NOVEMBER 1976 65 


CONTINUED 


Three different floor plans are in- 
cluded in each sixplex. The most 
popular was the smallest—1,130- 
sq.-ft. plan 3, originally priced at 
$45,000. Buyers liked the feeling of 
spaciousness when they walked up 
the stairs from the ground-level 
entry and had a view to the third- 
level loft. Most plan 3 buyers were 
looking for a second home, as were 
many buyers of next-largest plan 2. 
With 1,400 sq. ft. and prices begin- 
ning at $55,000, it features a loft 
with deck and adjoining bath—vir- 
tually a private suite. Angled vol- 
ume ceilings in its living area (photo 
above} are typical. (Shown is model 
with interior by Cher-ron Asso- 
ciates, Woodland Hills, Calif.) 
Buyers in search of both primary 
homes and vacation homes were at- 
tracted to 1,500-sq.-ft. plan 1 (start- 
ing price: $60,000). It’s the largest 
and was the slowest seller until a 
“bonus” loft, big enough for a bunk 
bed, was added. Twenty-six of each 
plan were built. 


PHOTOS: JULIUS SHULMAN 


they’d lived in their units for 
four to six months. 

“This is when we really got 
precise," says Raznick. Ques- 
tions focused on owners’ feel- 
ings about specific features of 
their units—e.g., Do you use the 
loft? How do you use it? Do you 
use the conversation pit? 

From these responses and the 
mail-survey and informal-inter- 
view results, emerged a compos- 
ite idea of what Harborwalk 
buyers were looking for. 

"They all want a corner unit 
with ап  above-ground-floor 
view of the harbor or the beach," 
says Raznick, “and it should 
have a loft, a conversation pit 
and an enclosed garage.” 

They get all this with the six- 
plex design that architect Ken- 
neth Johnson of Covina, Calif. 
produced. 

There are no inside units in 
the sixplex. The two ground- 
level units each get one of the 
front corners of the building 
(garages take up the back} and 
the four second-floor units are 
each allotted a corner. 

Yet all the units have views— 


HERE'S HOW 
Item 
Land 


Site improvements 


Common area 


Direct construction 


Indirect construction 


Financing 


Marketing 


Sales 


General administration 
TOTAL COSTS 


TOTAL SALES - 


NET PROFIT 


$63,000 


and lofts. This is accomplished 
by giving the ground-floor units 
a loft with balcony that fits up 
into the second floor jigsaw- 
puzzle fashion (see building 
plan below]. On the same level 
are the balconies of the second- 
floor units. Their loft space is 
tucked up at the top of the build- 
ing, and enclosed decks in win- 
dow wells give two of them 
extra outdoor space adjoining 
the loft. 

The enclosed-garage prefer- 
ence posed a problem. The ar- 
chitect couldn't fit a two-car en- 
closed garage for each of the 


ЯЛ 


units into his sixplex scheme. 
The solution: Owners of two of 
the units must go to separate 
garage buildings. They hold two 
to ten garages and have pitched 
roofs and exteriors designed to 
blend in with the project's archi- 
tecture. 

Fifty-two of the 78 sixplex 
units include the popular con- 
versation pits. "It helps over- 
come today's smaller living 
rooms," says Raznick. "Popping 
one into a corner gives the room 
added dimension." 

Other buyer-influenced de- 
sign features: all the fireplaces 


are woodburning and every unit 
has one; each unit has a private 
ground-level entry; and every 
unit has at least one bedroom 
plus a loft which can be used for 
extra sleeping space. (One-bed- 
room units were the early-phase 
slow sellers.) 

Another lesson learned from 
the buyer surveys: Harborwalk 
was wasting money on advertis- 
ing. Radio and direct-mail cam- 
paigns were dropped, as were 
newspaper ads in every paper ex- 
cept the wide-circulation Los 
Angeles Times. 

As it turned out, these efforts 
were on target—50?6 of the 
third-phase buyers were drive- 
bys 

More of the buyers are second- 
home and investment buyers 
than in the first two phases, and 
63% of them lived within an 
hour's drive in Ventura County 
or the San Fernando Valley. 
Most are affluent couples (me- 
dian income $42,615). The men 
are professionals, 58% of the 
wives stay at home and the chil- 
dren, if any, are usually teen- 
agers.—BARBARA BEHRENS GERS 


From hospital to ments at 
half the m of DE 


From Indianapolis comes one 
more argument for meeting = 
today’s housing needs by recy- 
cling old inner-city buildings 

In this case, the structures are 
a vacant hospital complex, part 
of which was erected in 1911 

An experienced rehabber— 
Dayton-based Federal Property 
Management Corp.—bought 
the four hospital buildings for $1 
million. Aided by FHA 236 fin- 
ancing, Federal spent $3.5 mil 
lion to turn the complex into a 
296-unit rental project at an 
average construction cost of 
$12.20 a sq. ft. ($11,150 a unit) 
Comparable new Type I con- 
struction in downtown Indian- 
apolis averages $30-35 a sq. ft 

“The buildings lent them- 
selves to housing,” says Federal 
President Paul Tipps. “They 
were structurally sound, situ- 
ated on major thoroughfares and 
didn’t look institutional.” 

The buildings—hospital facil- 
ity, nurses quarters, convent 
and power house—yielded 16 ef- 
ficiencies, 201 one-bedroom and 
79 two-bedroom units. Efficien- 
cies average 500 sq. ft., one-bed- 
rooms 600 sq. ft. and two-bed- 
rooms 700 sq. ft. Inone building 
the six-story former nurses 
quarters, extra height provided 
by a gym and auditorium was 
used for duplexes averaging 900 
Sq. ft 

Building exteriors were vir- 
tually untouched, so the new 
apartment project —named 
Weyerbacher — Terrace—looks 
pretty much like the old hospi- 
tal complex from the outside 
Inside, however, plans by the 


architect — Indianapolis-based AFTER 
Woollen Associates—called for | Before-and-after floor plans (above) 
almost complete renovation БЕ of one floor in hospital building 

Specifically: | x( | reveal extensive interior renovation 

€ The buildings were gutted. j | necessary to turn 65-year-old 


"Getting rid of the unneeded in- | i structure into apartment units. 


terior walls alone," notes Wool- 


len' Lynn Molzan, Weyer- | | Site plan (Ieft/shows location of four 
bacher project architect, “ас- buildings on five-acre site. 
counted for nearly $200,000 of 

the renovation costs." | | 


ө The heating/cooling plant 
was updated and modernized 
with more efficient boilers. A 
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Typical bathroom (uy f 
kitchen (lower left) installed 
throughout buildings 


Supplemental heating system 
(below) is comprised of individual 
electric furnaces placed in each 
apartment. Resembling unit 
ventilators, the thermostatically 
controlled furnaces boost 
temperature of hot water flowing 


through heating coils 


a а 
| COST BREAKDOWN 
| Preconstruction costs 
| Architectural & legal fees 
| Debt service 
| Builder's profit & risk 
Acquisition 
| Contingency allowance 
| Total preconstruction 
Construction costs 
General requirements (site 
| Overhead, security, phone, etc.) 
| Demolition 
| Site work 
Concrete 
| Masonry restoration 
| eis f : ын 3 i ys [above], used throughout 
| Roofing : : conserve energy and 
Doors, windows, glass 1 reduce interior condensation. 
| Ory walls 1 Windows’ heat- and cold retention 
| Floor coverings | 2 \ is estimated to save about $9,000 а 
Ceilings " ; year over new, single-glazed 1 
Ceramic tile | "" i 4 aluminum windows at current fuel 
Painting 3 1 prices 
Appliances, cabinets, fixtures Р 
Elevator modernization | f ir pins (left) created from gym 
i and auditorium in former nurses 
| mU ED (НГА) | Se а quarters building. 
Office overhead 
Total construction costs $3,551,000 | 
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APARTMENTS CONTINUED 


supplemental heating system 
consisting of small individual 


electric furnaces in each apart- | 


ment (see photo] was added. 

ө The old single-glazed wood 
windows were replaced with 
aluminum-framed thermal win- 
dows 

e Masonry was restored and 
stairways and the elevator sys- 
tem were modernized. 

eHung ceilings were in- 
stalled to lower original ceil- 
ings, some of which rose 14 feet 
above the floor. 

€ New interior partitions, in- 
sulation, dry walls, roofing, 
doors and electrical wiring were 
put in; also added were kitchen 
appliances, bathroom fixtures 
and closets 

€ Laundry rooms and com- 
munity rooms were installed in 
two of the larger structures. 

€ An old porch which linked 
two wings in the six-story hospi- 
tal building was enclosed to pro- 
vide sunrooms for apartments 
on the floor. 

ө Floors were tiled and саг- 
peted and painting was done. 

The buildings were opened for 
rental between November 1975 
and May of this year. Rents, sup- 
ported by Section 8, include: 

ө Subsidized rents amounting 
to 25% of renters’ incomes. 

e Basic rentals which start at 
$115-125 for efficiencies and 


range upward to $172-178 for | 


two-bedroom units. 

e Market-rate rents which 
run on a sliding scale up to $255 
for two-bedroom apartments 
and are charged to occupants 
whose incomes exceed FHA 
limits. 


Federal's Tipps estimates that | 


75% of current occupants are el- 
igible for subsidies, 20% pay 


basic rents and the remainder | 


are charged market rates. All 


buildings in the complex, he | 


adds, rented up immediately 
The rehabber views Weyer- 
bacher Terrace as typical of the 


А à а 1 
opportunities available to build- 
ers interested in the conversion | 
area. Federal has been convert- | 


ing old structures into new 
housing since 1969; its projects 
range from a high school to a 
union hall. 

“Builders tend to look past 
structures that were not de- 


signed originally for housing," | 


Tipps says, "and they're foolish 
in doing so. All it takes to con- 
vert them into profitable invest- 
ments is an imaginative archi- 
tect, quality renovation and in- 
telligent management." 

—JoEL G. CAHN 


Rental office (left/includes TV 
monitors providing surveillance of 
entrances and parking lots. 


Grand stairway (below) was 
retained from original construction. 


Entrance to wing of hospital 
building (above) reveals new facade 
and protective awning. 


Community room (upper left) was 
formed from old chapel area. 


Laundry room (lower Jeft)/installed 
in hospital and nurses buildings. 


FRANTZ JUST INVENTED 


THE SAFER GARAGE DOOR 


THE NEW 
FRANTZ FILUMA' 


Safegua 


"2400 
series door 


with features that give you 


even more to sell 


An entirely new joint design mini- 
mizes the risk of pinching careless 
fingers between door panels. 
That's a huge benefit your custo- 
mers can easily see and appreci- 
ate. It's also a very important 
extra advantage you have when 
you sell the Frantz Filuma Garage 
Doors. With the Filuma, you have 
the most benefits to offer in an 
attractive easy operating door. 
And benefits sell doors. 


1. The new Frantz Filuma ® Safe- 
guard'™) weather-seal joint is 
recessed clear to the back, leaving 
an open channel that protects 
careless fingers. 


2. Positive weatherseal is obtained 
by tongue-in-groove overlap when 
door is closed 


3. Tempered aluminum frame ex- 
trusions have built-in reinforce- 


ment. No braces needed. Strong, 
zinc-plated hardware. 


4. "Pressure Sealed" process 
bonds the fiberglass into the alumi- 
num rail — stronger than rivets. 
Seals out wind and water. 


5. White, tan, green and unique 
woodgrain fiberglass panels have 
an extra thick surface of resin-rich 
acrylated polyester containing 


Write or call Frantz for more information. 


FRANTZ 


MANUFACTURING CO 
STERLING, ILLINOIS 61081 
TELEPHONE 815-625-0163 
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ultra violet inhibitors. Doors admit 
a flood of soft light. Optional white 
aluminum panels. 


6. Exclusive Spring Door Holder 
pulls top section against header to 
keep out drafts and adds to door 
strength. 


7. Vinyl bottom weatherstrip con- 
forms to floor irregularities. 


8. Multi-Function Security Lock 
can be locked or unlocked from in- 
side or outside—inside without a 
key. Latches automatically when 
door is closed 


9. Smooth, quiet operation pro- 
vided by large 2” C-track and ball- 
bearing rollers,with easily adjust- 
ed springing. 


10. All standard sizes ranging from 
8'xX6'6"to18' X7. 
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"I never tho 
a sink could my 
parties more exciting? 


That's just one way this top-of-the-line Lancelot? sink will 
please your customers. With a large bowl and three 
removable wells, it can turn any room into a hospitality 
center — ideal for the home entertainer. Your customers 
will enjoy its beauty and practicality for years, thanks to 
the durability and lustre of hand-finished stainless. And 
you'll enjoy the sales appeal Lancelot 
sinks can build for your business. 
Lancelot sinks from Moen — the 
people who pioneered the single 
handle faucet. For 
more action-ideas, 
see your Moen 
supplier or write: 
Moen, a Division of 
Stanadyne, Elyria, OH 
44035. 
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Samples, Complimentary, and Other Free Copies 6,139 4,823 
1 Distribut f C and D 95,964 91,223 
Left-Over, Unaccounted, Spoiled After 
019 1,268 
News Agents i 
hould equal net press run shown in A 97,983 92,487 


11. I certify that the statements made by me above are correct and complete 


Signature of owner 


BLAKE HUGHES 
Publisher 
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Classified Advertising 


The market-place for the housing and light construction industj 


POSITIONS WANTED 


Financial Executive— Heavyweight 
-Listed co. V.P. Controller —PA 
(Big 8 exp.)—Attorney— Acquisi- 
tions, financial controls, taxes. 
Exp'd. real estate, construction in- 
dustries. Combines technical skill 
with imagination. $28-32,000 re- 
quired. For resume: PW-3488 
House & Home. 


PROFESSIONAL SERVICES 


Studies. We are expertly ex- 
perienced in the preparation of 
market, fiscal feasibility and com- 
munity impact analyses for all types 
and sizes of projects throughout the 
United States. In order to expand 
the bases of our clintele our costs 
are adjusted to be the lowest. 
Contact us for information about 
how you can reduce your consultant 
expense and yet obtain the finest 
professional services available. 
American Community Develop- 
ment Corporation, Sidney, llinos 
61877. (217) 688-2704. 


ORDER FORM 
(NON-DISPLAY) 


BUSINESS OPPORTUNITY 


Worlds’ largest dome manufactur: 
is actively seeking Builder /Dealer: 
Representatives and investor 
Eastern U.S. territories availabl 
Unique, non-competitive, and d 
namic. Contact Mr. S. Parisi 
(609) 443-4440. Geodesic Stru 
tures, Inc. P.O. Box 176, Dep 
(HH-2), Roosevelt, New Jersq 
08555 


TO ANSWER BOX NUMBER AD: 
Address separate envelopes (small 
than 11" x 5") for each reply to 

Box Number (As indicated) 


Classified Advertising Department 
House & Home 


Post Office Box 900, NY 10020 


Classified Advertising Department 


HOUSE & HOME 


P.O. Box 900, New York, N.Y. 10020 


1X 
$5.95 


Rate Per Line 
or Fraction: 


3X 
$5.60 


2X 
$5.75 


— — — шинээ — — — 
> 
о 
о 
zm 
m 
о 
[7] 


O Use Box No. (or) 
O Use My Name and Address 


Signature .... 


O Bill Me (or) 
O Check Enclosed 


PRODUCTS 


Doors & windows 
80 Bathrooms 
81 Bathrooms 
82 Lighting 
83 Lighting 
84 Security 
85 Security 


2222 


22 


22 Electrical heating system is 
| for ceiling application 


Clean-operating, low-demand radiant strip heating (above) 
,* consists of thermostatically controlled flexible flat-sheet 
elements. These are made of narrow parallel strips of a 
flexible metal alloy resistance foil, hermetically sealed in 
plastic with short cold tails brought out for connection. 
Strips can be 12" to 48” wide and 4’ to 25’ long. Installation 
is simple; first, thermal insulation is pushed into position 
between joists, then element is unrolled and stapled flat 
to the joists (left). After electrical connection is made the 
finished ceiling surface can be installed. The noiseless, 
low-heat system developed in Norway provides comfort- 
able even heat throughout the room and is well-suited to 
zone control applications. It carries UL approval. Elixir In- 
dustries, Gardena, Calif. сІкСІЕ 275 ON READER SERVICE 
CARD 


Fiber glass greenhouses 
offer a choice of styles and 
control systems 


“The Plantworks” available in traditional 
[top right) and contemporary designs 
(lower right) can be supplied with a com- 
plete hydroponic [non-soil) gardening sys- 
tem and an automatic year-round environ- 
mental control system or just a simple en- 
vironmental unit. Greenhouse accessories 
and hydroponic options may be also added 
later if desired. Structures, erected of Filon 
fiber glass with frames of square steel tub- 
ing, are not susceptible to cracking due to 
ground heaves. High-impact material is re- 
sistant to damage by falling objects, wind 
or weather. Fiber glass transmits as much 
light as clear glass and diffuses rays evenly 
eliminating both hot and shady spots. 
Easy-to-assemble units can be washed 
down by hosing. Tiffany Industries, Mary- 
land Heights, Mo. CIRCLE 276 ON READER 
SERVICE CARD 
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THE BLUE BOOK OF MAJOR HOMEBUILUEH3 > 


ANNOUNCES 


An all-new Housing Industry Research Report 


THE RED BOOK OF HOUSING MANUFACTURERS © HOUSING 


A major research report 
on industrialized housing 
based upon hundreds 

of detailed 

individual reports 


A NEW APPROACH ... 
The RED BOOK identifies FIVE different types 


of housing producers 


—Pre-fab Home Manufacturers 

—Modular Home Manufacturers 

—Mobile Home Manufacturers 

—Manufacturers of Building 
Components and Systems 

—Production Home Builders 
who produce industrialized 
building components for their 
own use. 


SORTS OUT THE CONFUSION ... 
which has plagued marketers and researchers as they try to assess 
the trends in industrialized housing 


GET THE FACTS YOU NEED . .. 

to service this big, complex and HIDDEN segment of the housing 
industry 

The RED BOOK details WHO they are WHERE they are 
WHAT they produce HOW they sell and WHERE they 
ship The information includes details on single family units, 
townhouses, multifamily units, mobile homes, and commercial /in- 
dustrial buildings 


Data is given for all of the important markets across the country 


CIRCLE 74 ON READER SERVICE CARD 


Over 250 Pag 
Size: 85" x 1 
Tax-Deductib 


The Industrialized Housing Industry is big, complex, and hidden. It 
is hidden among thousands of firms, big and small. These com- 
panies, spread all over the country, produce a wide variety of hous- 
ing products. Some—like those who produce mobile homes or pre- 
fab houses are easily identified. Others like homebuilders who 
manufacture their own components, require a marketer of building 
products to be constantly looking for new information. Industrial- 
ized housing is too big and too complex to be surveyed with a 
quick glance. THE RED BOOK OF HOUSING MANUF ACTURERS 
has been designed to provide you with the detailed marketing re- 
search data you need. It will uncover the “hidden” aspects of in- 
dustrialized housing for you. 


HERE IN ONE BIG PACKAGE IS THE MARKETING INTELLIGENCE 
YOU NEED TO MAKE THE MOST OF THE EXPECTED UP-TREND 
IN HOUSING It will help you recover lost ground in the months 
ahead 


In your hands the RED BOOK becomes a useful tool for prospect- 
ing, selling sampling, mailing, marketing, merchandising, research- 
ing and analyzing your position in this big segment of the housing 
industry 


These are just a few of the many profitable ways you can use the 
RED BOOK. In fact, just one good contact, can easily repay your 
investment. 


CMR Associates, Inc. 
1559 ETON WAY e CROFTON, MD. 21114 


ORDER FORM 


Phone: (301) 261-6363 


A TAX-DEDUCTIBLE BUSINESS EXPENSE 
| SHIP 1976 
Please Check One: 
Enclosed is my check (or money order) МАМЕ. m s - 2 Builder 
for $. payable to CMR Associates CJ Manufacturer 
Inc. Book(s) to be shipped prepaid with C] Ad Agency/Cons 
guarantee of full satisfaction or 15-day TITLE [] Finance 
full refund privilege on return of RED = Librar 
BOOK E y 
FIRM C Bld Matris Sales 
Payment enclosed to save Distributors 
postage & shipping charge 
ADDRESS. Architects 
О Bilme O Subcontractor 
Realty 
ee 
$94.50 cee O Ind/Commercial 
RED BOOK PRICE [] Government 
ТАТЕ ———————————————————————————— O Other 
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PRODUCTS/BALHRUOUMS 


Fiber glass whirlpool bath, "Paragon 
Spa" (above), is 8’ square and 3' 
deep. Independent heater and filter 
pumps allow for soaking without 
whirlpool action when desired. Unit 
is easy to install. Jacuzzi, Walnut 
Creek, Calif. сїксї 200 ON READER 
SERVICE CARD 


Wall-mounted shower head, "Elite 
Massage" [below], provides a wide 
range of sprays plus a massage ac- 
tion. Sprays can be adjusted by turn 
ing the ringat the bottom of the self- 
cleaning head. Interbath, El Monte, 
Calif. CIRCLE 203 ON READER SERVICE 


CARD 


Widespread lavatory faucet (above) 
fits all 8” and 16” centers. Easy-to-in- 
stall unit features an aerator and 
acrylic handles. Brass end valves 
connect spout via a vinyl hose. 
Streamway, Westlake, Ohio. CIRCLE 
205 ON READER SERVICE CARD 


Pecan-tone wood vanity (left) part 
of the "Anniversary" line, is avail- 
able with storage drawers and 
shelves. Door panels are hardwood 
veneer. Long Bell, International 
Paper, Portland, Ore. CIRCLE 204 ом 
READER SERVICE CARD 


Molded "^ Chi-nelle" 


lavatory, 
(above), is of Celcon acetal co- 
polymer. Self-rimming unit with a 
molded-in soap dish fits into a stand- 
ard cutout. Lavatory, offered in five 
colors, will not chip, corrode or 


scratch. Arundale, St. Louis, Mo 
CIRCLE 201 ON READER SERVICE CARD 


“Woodlake” vanity (below) adds 
storage space to any bathroom Unit 
contains wood drawers with side- 
mounted roller bearing suspension 
and self-closing hinges. Vanity fea- 
tures a maintenance-free finish. 
Excel, Lakewood, N.J. CIRCLE 202 
ON READER SERVICE CARD 


Pulsating hand-shower (above), part 
of “The Clean Machine” line, fea- 
tures complete spray selection plus 
water volume control. Unit has 5’- 
long flexible hose. Chicago Spe- 
cialty, Skokie, Ш. c1xcLE 206 ом 
READER SERVICE CARD 
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Widespread lavatory faucet with a 
leakproof Celcon cartridge (above) 
features 4” spout with aerator. De- 
signed to fit 8"-center installations, 
unit has no washers. Universal- 
Rundle, New Castle, Pa. ciRcLE 208 
ON READER SERVICE CARD 


Two-piece reverse trap toilet, “Мо- 
hican” [above], has a modern, sculp- & 
tured-design tank, Vitreous china > 
unit with rapid jet flushing action 
features a large, self-cleaning water 
area. Mansfield Sanitary, Perrys 
ville, Ohio. CIRCLE 207 ON READER 
SERVICE CARD 


Bath/shower control, ‘ Antique 
Rite-Temp" (right), maintains se 
lected water temperature regardless 
of pressure changes in water supply 
Single-handle unit features script 
lettering on a china dial plate 
Kohler, Kohler, Wis. crRCLE 209 on 


READER SERVICE CARD L 


Marbleized vitreous china lavatory, "Vanessa" (above), is an oval, self-rim- 
ming unit. Chemical- and stain-resistant lav can be used with any standard 
24"x21" or 18'x16" cabinet. Eljer Plumbingware, Pittsburgh, Pa. сївсїь 210 
ON READER SERVICE CARD 


Laminated plastic surfacing, "Lali- 
que" [above], simulates the look of 
real marble. The deeply-veined pat- 
tern in opalescent hues is part of 
"Design Group I.” The material is 
suitable for horizontal or vertical 
use. Wilson Art, Temple, Tex. 
CIRCLE 211 ON READER SERVICE CARD 


Rounded-foot vitreous china bidet, 
"Juanita" (right matches Briggs 
one-piece toilet. The bidet is avail- 
able in twelve decorator colors and 
white. A squared-foot unit, "Car- 
men," coordinates with two-piece 
toilets. Briggs, Tampa, Fla. CIRCLE 
212 ON READER SERVICE CARD 
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Decorative medicine cabinet, Mini Trio” (above), features three-way view- 
ingand three storage areas. Surface-mounted unit, available with or without 
lightcap attached, has full-width shelves behind each of its three doors. 
Williams, Elkhart, Ind. CIRCLE 213 ON READER SERVICE CARD 
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IPRODUCTS/LIGH LING 


has a 


Contemporary chandelier, “Focus” (above), 
tall open center column formed of 98” rectangular 
tubing finished in soft bronze. Chain and ring are 
finished to match. Five sweeping arms support 7" 
topaz globes. Fixture is 26" wide and 25" long 
Lightcraft, Nutone, Cincinnati, Ohio. CIRCLE 231 
ON READER SERVICE CARD 


Line of handcrafted hanging fixtures includes the 
six models shown above. Each is constructed of 
solid brass with mirror glass panels that reflect 
the bulb. Offered in a choice of finishes, fixtures 
are suspended from a ball swivel for easy relamp- 
ing. Georgian, Lawrenceville, Ga. CIRCLE 230 ON 
READER SERVICE CARD 


Bracket-mounted sphere luminaire, "Delaware" 
[above], can be used with mercury vapor or incan- 
descent lamps. Unit features a seamless one- 
piece, 12"-diameter acrylic globe with an all-alu- 
minum bracket assembly offered in black, green 
or bronze finish. J.H. Spaulding, Cincinnati, Ohio. 
CIRCLE 232 ON READER SERVICE CARD 


Self-ballasted mercury vapor lamps, “Уаг-О- 
Merica" (above), engineered to replace conven- 
tional incandescent bulbs, can operate in standard 
incandescent sockets. Energy-saving lamps have 
an extra-long life of 12,000 to 22,000 consumer 
hours. Verd-A-Ray, Toledo, Ohio. CIRCLE 233 ON 
READER SERVICE CARD 


Desk and floor lamps [above] are updated versions 
of turn-of-the century green glass shade fixtures. 
Shades swivel on an axis for maximum light con- 
trol. Lamps come in combinations of polished and 
satin chrome or Swedish and satin brass. Laurel 
Lamp, Lightron, Newark, N.J. CIRCLE 234 ом 
READER SERVICE CARD 


"Compact 80” sharp cutoff outdoor luminaire 
(above) accepts a wide range of HID ballasts and 
lamps. High-efficiency, patented optical system 
provides a uniform illuminations pattern on the 
pavement regardless of the type light source. Pres- 
colite, U.S. Industries, San Leandro, Calif. CIRCLE 


235 ON READER SERVICE CARD 
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Outdoor lighting fixture, "Light Block" (above), 
features a precast concrete pad with an integral 
cast-aluminum splice box. Easy-to-install block 
is equipped with two bend-out wire loops which 
can be spiked into loose soil or anchored to a wire 
form. Keene Lighting, Union, N.J. CIRCLE 223 ом 
READER SERVICE CARD 


Chain-hung fixture, “Wings of Eagles" (above), is 
inspired by the nation’s bicentennial celebration. 
Crafted of oxidized bronze, unit comes in four 
styles of varying widths and heights. Candelabra 
base bulbs are standard. Custom sizes are also 
available. Feldman, Los Angeles. CIRCLE 224 ом 
READER SERVICE CARD 


Versatile 2'x2' "Innovator II" 


HID fixture, 
above), is designed for mounting in inverted “Т” 
suspended ceilings or in plaster ceilings which 
can accommodate air return or static function 
Unit has a heat-treated glass refractor and a clear 
prismatic acrylic lens. Hi-Tek, Conyers, Ga 
CIRCLE 225 ON READER SERVICE CARD 


Outdoor luminaire (above) features a diffuser in 
a champagne glass shape. Offered in clear, trans- 
ucent, bror or smoked glass, unit can be 
mounted directly to a 1!2" diameter tenon or with 
acast-aluminum slipfitter, set onto poles of larger 
diameter. ITT Landmark, Southaven, Miss. 
CIRCLE 226 ON READER SERVICE CARD 


Clean, contemporary hanging fixture, "Quad- 
rille” (above), incorporates six smoked-bronze 
acrylic rectangular shades in two tightly grouped 
rows. Shades which slip off for easy cleaning cover 
satin chrome cups holding up-and-down lights. 
Lightolier, Jersey City, N.J. CIRCLE 227 ON READER 
SERVICE CARD 


Striking contemporary pendant light (eft)is made 
of heavy-gauge spun aluminum. The cylinder 
shape flares to a 14" diameter at the bottom. A 
matte white inner surface provides optimum re- 
flectance. A choice of outer finishes is offered. 
Habitat, New York City. CIRCLE 228 ON READER 
SERVICE CARD 


Bright Stik™ (below) is a one-piece 33w, 25" fluo- 
rescent light fixture that installs in minutes with- 
out special wiring. Unit with a 6' cord has no 
removable or repairable parts but the entire fix- 
ture can be inexpensively replaced when it burns 
out. General Electric, Cleveland, Ohio. CIRCLE 
229 ON READER SERVICE CARD 
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PRODUCTS/SECURI! Y 


Solid state smoke detector (above) is 
a self-contained ionization-type de- 
vice. Unit, which detects fire at its 
earliest stages, sounds a long 85-de- 
cibel alarm. UL-listed device meets 
FHA and HUD requirements 
Mountain West, Phoenix, Ariz 
CIRCLE 243 ON READER SERVICE CARD 


High-security entry door locksets, 
“Monaco” (left), feature a mediter- 
ranean motif. A double-security 
lockset and a thumb-latch handle 
set are offered. Both feature rugged 
steel and brass working parts. Har- 
loc, West Haven, Conn. CIRCLE 244 


ON READER SERVICE CARD 


floor 
valuables 


safe, 
пот 


Combination-lock 
(below) protects 
theft and fire. Available in 6"-, 12 
and 18"-deep models, unit is in 
stalled under the floor in concrete 
Secret Safe, Long Beach, Calif 
CIRCLE 245 ON READER SERVICE CARD 


Lectro-Mag® (left) holds a fire-barrier 
door open under normal conditions 
but closes it automatically in emer- 
gencies. Release mechanism can be 
activated in a number of ways. Em- 
hart, Berlin, Conn. CIRCLE 246 ом 
READER SERVICE CARD 


Vault-type horizontal mail boxes for 
high crime areas (below] feature 
heavy-duty tamper-resistant con- 
struction. When the compartment 
door is closed the hinge is not visible 
American Device, 
CIRCLE 247 ON 


or accessible. 
Steeleville, Ill. 
READER SERVICE CARD 


Flanged strike (above) is strong 
enough to resist forceful entry. De 
signed for use on auxiliary cylinder 


deadbolts, the flange extends into 


the door jamb for increased security. 
Dexter, Grand Rapids, Mich. CIRCLE 
248 ON READER SERVICE CARD 
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Heavy-duty deadbolt (above) fea- 
tures a 1" jimmy-resistant throw 
with inserts that 
can’t be cut through. Unit has a 
rugged bolt spring and heavy side 
plates. Weslock, Los Angeles. 
CIRCLE 249 ON READER SERVICE CARD 


hardened steel 


lonization-type smoke detector 
[below] is part of the "Sav-A-Life" 
line. Units feature metal housings, 
double-shielded dual ionization 
chambers and internal power sup- 
plies. KF, Philadelphia. circe 250 
ON READER SERVICE CARD 
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Sentry alarm 
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s earliest stages 


Home smoke 


bove] 18 an ior lon-type 


that detects fire ini 


ing signal indica 


tor lig a test fire-drill button 
are standard. General Electric 
Bri nn. CIRCLE 236 ON 
READER SERVICE CARD 


Electronic pushbutton lock system, 
Digikey is coded and run by 


a mini-computer 


The combination 


system e ates keys and conven 


tional locks 


k-up emergency 
power source is provided. Sec 
р Ї 


Апа 
ADER SERVICE CARD 


and Service Santa 


ON RE 


"Sheraton" decorative escutcheon 
above] can be used on interior and 
exterior doors. Adaptable for verti- 
cal or horizontal installation, unit 
measures comes in à 
range of metallic finishes. Weiser, 
South Gate, Calif. CIRCLE 239 ом 
READER SERVICE CARD 


6"х3У2” and 


“Doublelock” set (above) provides 
maximum security while allowing 
for immediate exit safety. One turn 
of the inside knob retracts both lock 
bolts. A recessed cylinder resists 
jimmying, prying and cutting. 
Arrow Lock, Brooklyn, N.Y. CIRCLE 
240 ON READER SERVICE CARD 


Early warning smoke detector, 
Unitec" (left) is a battery-operated 
unit. A continuous blinking light in- 
dicates that unit is operational. A 
beep sounding every 30 seconds 
that batteries are losing 
West Hartsdale, N.Y 
CIRCLE 241 ON READER SERVICE CARD 


warns 


power 


Horizontal and vertical locking mailboxes for multifamily installations 
come in a bl 


Neighborhood mail delivery and collection boxes carry U.S. Postal Service 
approval. Cluster units come in sections of 8, 12 or 16 individually locking 
boxes that can be grouped to meet specific needs. Superior Marine, College 
Point, N.Y. CIRCLE 242 ON READER SERVICE CARD 


range of sizes, materials and finishes. Available in front- or rear- 


loading models, easy-to-install boxes are mainte 
tries, Landrum, S.C 


free. Bommer Indus- 


CIRCLE 238 ON READER SERVICE CARD 
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American Standard, Inc. 41 
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A-L Andersen Corp. .. 14,15 
Campbell-Mithun, Inc 
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Glenn Advertising 


B.F. Goodrich Chemical Co. 29 
Griswold-Eshleman Co. 


Blue Book ... ни? 3 39 
Francis J, Litz 
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Creamer Trowbridge, Case & 
Basford, Inc 


С 
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Richard Wallace Associates 
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McGraw Hill Bldg. 
607 Boylston St. 
(617) 262-1160 
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1400 Fisher Bldg. 
(313) 873-7410 
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(212) 997-6908 
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A Architectural File (green) 
I Industrial Construction File [blue] 
L Light Construction File |yellow) 
D Interior Design File (black) 


==] 


Ten booklets help answer questions 
about heating/cooling equipment 


Solar heating/cooling systems are 
the subject of two recent HUD pub- 
lications. 

The first, an illustrated design 
manual, covers the basic theory of 
solar energy utilization and, in text- 
book fashion, gradually presents 
more sophisticated concepts. Topics 
discussed include: solar system 
components; site planning for solar 
energy use; and factors influencing 
solar dwelling design (e.g. climate, 
human comfort zones, thermal con- 
ductivity of the building itself). The 
concluding chapter presents proto- 
type solar dwelling designs—single- 
family, multifamily and mobile- 
home—for various climatic condi- 
tions and with different solar heat- 
ing/cooling equipment. 

The second book is a descriptive 
summary of HUD-funded demon- 
stration houses. Fifty-three projects 
incorporating solar systems for heat- 
ing, cooling and/or hot water are 
listed. Technical information about 
the solar installation is given in 
brief, accompanied by sketches of 
the dwelling and the solar system 
used. 

Solar Dwelling Design Concepts 
(stock no. 023-000-00334-1) costs 
$2.30; Solar Heating and Cooling 
Demonstration Program (stock no. 
023-000-00338-4) is $1.15. To order 
them write to the U.S. Government 
Printing Office, Washington, D.C. 
20402. 


Heat-pump performance is the sub- 
ject of a 16-page publication in- 
tended for heating/cooling contrac- 
tors. The booklet summarizes a 
study of a 60-house Pennsylvania 
development where buyers had been 
given a choice of heat pumps or oil- 
fired equipment, and it presents in 
table form projected operating costs 
for various heating systems in 18 
U.S. cities. Also discussed: why heat 
pumps. cool more efficiently in 
southern areas than they heat in 
northern ones; why heat pumps 
sometimes cause homeowner dis- 
comfort; and what factors are in- 
volved in some heat-pump mechani- 
cal failures. "The New Heat Pump" 
(BHC-194) can be ordered for 75¢ 
from The Better Heating-Cooling 
Council, P.O. Box 262, Berkeley 
Heights, N.]. 07922. 


Solving heating problems is dis- 
cussed in a hydronic heating system 
brochure. Eight pages include illus- 
trated suggestions for heating a con- 
verted porch or basement, a small 
bathroom or any room where a pro- 
jecting radiator is undesirable. 
Kickspace, surface-mounted and 
wall units are described, as well as 
high-capacity consoles. Specs are 
given. Beacon-Morris, Boston, Mass. 
CIRCLE 301 ON READER SERVICE CARD 


Window/floor vector for installation 
along window walls or sliding glass 
doors is featured in an illustrated 
flyer. Operation of the hydronic 
heating system is explained briefly. 
Also included are complete installa- 
tion instructions for 3', 4' and 5' 
models. Beacon-Morris, Boston, 
Mass. CIRCLE 302 ON READER SER- 
VICE CARD 


Fan-coil air conditioning units can 
cut installation time and costs ac- 
cording to a six-page product bulle- 
tin. Illustrated step-by-step installa- 
tion instructions are given for the 
units, which can be stacked up to 40 
units high in a single water riser. 
ARLapproved standard ratings are 
included. McQuay-Perfex, Min- 
neapolis, Minn. CIRCLE 303 ON 
READER SERVICE CARD 


Three heat pump lines for residen- 
tial and light commercial applica- 
tions are covered in four illustrated 
pages. One split-system and two 
packaged heat pump lines (including 
wall-hung units) are described in de- 
tail. To simplify selection, perform- 
ance data for all models is combined 
in a single chart. Westinghouse, 


Pittsburgh, Pa. сїксїЕ 305 ON 
READER SERVICE CARD 
Gas heating appliance catalog 


presents ten models—all for residen- 
tial or light commercial applica- 
tions. Baseboard units, direct-vent 
wall furnaces and freestanding room 
heaters are included in 21 illustrated 
pages. Detailed information is given 
on size, capacity, finish, etc. Empire, 
Belleville, Ill. CIRCLE 306 ON READER 
SERVICE CARD 


An electric heater designed to fit 
tight spaces is described in an illus- 
trated data sheet. Specs and dimen- 
sions are given for the low-profile 
unit which can be mounted above 
cupboards or under cabinets or vani- 
ties. I-T-E Imperial, Spring House, 
Pa. сїксїЕ 307 ON READER SERVICE 
CARD 


Fans for residential and commercial 
applications are cataloged in 18 
pages. Circulating, ceiling, gable and 
attic vent fans are among the models 
pictured in black and white. Text 
gives capabilities of each unit. Specs 
are included. Phil Rich, Houston, 
Tex. CIRCLE 308 ON READER SERVICE 
CARD 


Room air conditioners are shown in 
afull color flyer. Ratings and specifi- 
cations for ten 26" through-the-wall 
units are presented in chart form. Il- 
lustrated text gives installation and 
accessory information. General 
Electric, Louisville, Ky. CIRCLE 309 
ON READER SERVICE CARD 
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Build more house for the money. “4. 
With floors of Azrock Beaumont Brick. 


Brick is basic. A timeless floor styling that enhances any interior from colonial to contemporary. Azrock 
interprets this styling in Beaumont Brick, a realistic design in vinyl asbestos tile that achieves the warmth and 
rugged beauty of natural brick. Azrock Beaumont Brick gets you back to the basics, lets you build more house 
for the money. Because Beaumont Brick, like all Azrock vinyl asbestos tile, is low in cost, easy and inexpensive 
to install over wood subfloors or directiy on concrete slab. And the embossed "bricks" help to conceal irregular 
subfloors. You can install it on walls, too, for added decorative effect. Whatever you build —the basic house, 
custom homes, apartments—in new construction or remodeling, Beaumont Brick — 
helps you sell more house for the money. 12" x 12" tiles, 1/16" gauge. See it now 


Ф y. asbestos 
at your Azrock flooring contractor. floor tile 
i ў specialists 


For samples and more information, write Azrock Floor Products, Dept. 546B, P. O. Box 531, San Antonio, Texas 


CIRCLE 87 ON READER SERVICE CARD 
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Architect: Ronald E. Thompson A.LA. 


Nothing you can use enhances 
and protects the natural 
appearance of wood more 
beautifully than Olympic Stain. 
That's why it's specified by 
more architects than any other 
stain. With Olympic Stain you can 
depend on lasting protection 
against cracking, peeling or 
blistering. It's economical, too, 
because Olympic Stain 
requires no priming. 


CIRCLE 88 ON READER SERVICE CARD 


pic Stain. 


For detailed information about 
oil or latex stains, consult 

the 1976 Sweet's Catalog, 
call their BUYLINE or for 
samples on wood, write us on 
your letterhead. 


фд.огулрс, 


Olympic Stain. 
A division of COMERCO, INC. Ф 
Dept. S, 1148 N.W. Leary Way, 
Seattle, WA 98107 (206) 789-1000 


